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The dramatic new See-Pack with its colorfully printed 
boat encased in a removable clear plastic sleeve 
revolutionizes padlock merchandising. Not only is the 
See-Pack the most eye-arresting and sales-compelling 
padlock package, but the most versatile as well. It does an 
outstanding selling job in the display carton in which 
Slaymaker locks are packed, can be removed from the 
carton and placed in bins or on open shelves, anda 
pull-out tab allows it to be hung on peg-board 

displays, wire racks, etc. 


ALL LOCKS IN SM17 AND SM57 
MERCHANDISERS ARE SEE-PACKED 


SM17 CONTAINS 


1 ea. Nos. 55, 75, 95, 68, 
78, 88 mounted on the 
display plus 3 more of each 
individually See-Packed in 
a special shelf carton. 


SM57 CONTAINS 


1 ea. Nos. 46, 47, 68, 78, 
88, 453 mounted on the 
display plus 3 more of each 
individually See-Packed in 
a special shelf carton. 
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It’s crystal-clear why your customers can’t resist the appeal of this bright new 
“see-through” packaging! 


Sets are skin-packed directly on attractive, informative cards . . . easy to 
display on peg board rack, assuring fast turnover! And your profits stay high, 
because there’s 


NO INCREASE IN PRICE! 


For full-line catalog, and name of nearest jobber, write: 


in: , Terms: 2% 10 days, net 30, F.O.B. factory. 
: _ , Full freight allowance on 100 Ibs. on hex 
| asi keys. All other wrenches 150 Ibs. or more. 

ge Other items F.O.B. factory. 


INDUSTRIES, Inc. *¢ Upland 7, Penna. 
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Pointers for a profitable winter 


Maybe your power-mower volume does 
decline in winter. But that doesn’t mean 
you have to close up shop as far as mowers 
are concerned. There are a number of ways 
you can invest your time profitably during 
the “off” season. 


I’d like to suggest a couple. 


One idea is to store and winterize power 
mowers for your customers. You can clean 
the whole mower. Re-adjust the spark plug. 
Sharpen the blade. 


There may not be too much immediate 
profit in this, but your customers will ap- 
preciate your extra service. And there is an 
important advantage that comes later. 


You see, when you take power mowers 
in for storage and winterizing, you can 
check them to determine which customers 
are ready for new ones. Then, when they 
come back in the spring to pick them up, 
you'll have an opportunity to suggest get- 
ting a new power mower. The timing is 
perfect. 


A second way to make the most out of 
your winter months is to start rebuilding 
power mowers. [I'll discuss our new 
F.A.R.M. rebuilt-mower program in detail 
next month. 


But how, you want to know, can I 
increase my actual store volume this win- 
ter? My answer is the LAWN-BOY LOAFER. 
You can sell the LOAFER to industrial buyers 
all year ’round. 





LAWN® BO 





It makes an ideal plane-puller in air- 
plane hangars. And materials-handler in 
industrial plants. Actualiy, there’s no end 
to the jobs it can do. 


Even snowfall helps you sell the LOAFER. 
All you have to do is add a blade (available 
from LAWN-BOY, $9.95 list) , and it becomes 
a small-scale snow plow. It’s just the thing 
for home owners, for gas stations, parking 
lots, supermarkets, and for the sidewalks 
in front of your own store, also. 


That’s one way I’d promote it. 


I’d clear my sidewalk with it, and those 
of other stores on my block, too. Can you 
think of a better way to show the versatil- 
ity of the LAWN-BOY LOAFER? To my mind, 
a “live” demonstration like this can’t help 
~~ stir up a lot of comment, interest, and 
sales. 


But, no matter what the particular job 
is, you can point out the economy and rug- 
gedness of the LOAFER. You can point out 
what a handy, dependable vehicle it is in 
all seasons. 


Now that I’ve given you a start, I’m sure 
you can come up with ideas of your own on 
how to utilize your winter months profit- 
ably. I'd like to hear about any you 
think of. 


Whatever you do, though, don’t let win- 
ter put you in the doldrums. Keep moving 
ahead with the LAWN-BOY line. It’s a year- 
‘round profit-maker. 


Na 






0 Dan. 


Sales Manager 


Lamar, Missouri. Division of Outboard Marine Corporation 
Makers of eohasan and Evinrede Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 


MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT + DECEMBER 4, 1958 
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with the FLAVOR-SELECTOR 


TEN-CUP CHROME: TEN-CUP COPPER: EIGHT-CUP CHROME 


ALWAYS THE LEADER! NEW INSIDE and OUT! 


Universal introduces three new Coffeematics that bring 

greater beauty, more features and bigger value to this @ NEW TUBULAR HEATING UNIT 
already famous line. Universal is FIRST, as always, with @ NEW COLD WATER PUMP 

the coffeemaker preferred by millions. See them. and @ NEW BREWING SPEED 


you Il see why! 
FIRST again. with all new, up-to-the-minute styling that @ NEW CONTROL ACCURACY 
outshines all others. @ NEW NUMERICAL CUP MARKINGS 


FIRST again, with all new, improved features that make @ NEW STYLING 


it the finest coffeemaker of all time. 
FIRST again, with the only full line of quality, chrome- if 





on-copper coffeemakers. au K ive RSAL 


FIRST again, with the biggest advertising program be- 
hind any single product. LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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Stanley presents the “BIG 67 
The BIG rule with the BEG sticks 

























Stanley “BIG 6” has big sticks. ..30% thicker for ex- STANLEY ‘“‘BIG 6’’ ON COUNTER, 
tra strength, longer rule life. IN BIN, OR ON WALL 
Stanley “BIG 6” has big, king-sized joints, perma- SELLS BIG! D> ii tc eee 


Stanley “BIG 6” has big black numbers and sharp 
black graduations embedded in white enamelled sticks 
protected by a tough, clear vinyl coating. 


“BIG 6” and “BIG 6F”, the companion inside read- 
ing rule, have been asked for by carpenters, plumbers, 
and other mechanics. They are built to outlast and out- 
perform rules with standard size sticks. The handy, 
hang-up sleeve lets you show the rule to best advantage. 
The price is right. Compare Stanley “BIG 6” for value 
with any folding rule available... you'll agree that 
“BIG 6” is a big value, a big buy loaded with big sell. 


Your wholesaler has Stanley “BIG 6” and “BIG 6F.” 
Stock up now for big sales. 


nently lubricated ...a longer lasting, more rugged rule. "Es | Ne ee. 








Stanley Tools, Division of The Stanley Works, New Britain, Conn. 


AMERICA BUILDS 


STANLEY 





BETTER AND LIVES SETTER WITH STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric tools 
+ builders and industrial hardware - drapery hardware - door controls - aluminum windows - stampings - springs 
« coatings + strip steel - steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
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Editorial 


by W. A. Phair 


Leonard V. Rowlands, Publisher 
EDITORIAL STAFF 


a ge Are salesmen so dumb 


E. L. Barringer, managing editor 


Kanneth A. Meale, fecture editor The most criticized, condemned and ridiculed man in business these 

Jomes M. Dixon, associate editor days is the salesman. All the ills that business has suffered over the 

<P hgp o-qyoat cogaelmgings past year appear to have been attributed to him. He has been blamed 
H. Baker, Washington editor s for everything that has gone wrong. 


George 
Ray M. Stroupe, Washington editor 
Neil R. tease Washington diver 


The impression I get from some executives is that whenever any- 
thing is a flop, it is because salesmen don’t know how to sell. Con- 
versely, whenever an effort is successful, it is the result of the skill 
and foresight of the management. 


I am one who believes that the quality of salesmanship has dropped 
to a distressingly low level. But I don’t think that salesmen alone are 
to blame for this. Much of the fault rests with top management. 


The hiring, training, guiding, and firing of salesmen are the re- 
sponsibilities of top management. [f the job a salesmen does is no 
good, then it must be the fault of his boss. 


When the management of a store, or a wholesale house or a manu- 
facturing firm is unhappy about the performance of its salesmen, it 





knoe & Séth Sts. :s should ask itself a few questions. Management might ask itself, “Are 
: 8-2000 we really giving our men the tools to work with?” They might also 
Cleveland 15, Ohio a ask, “Do we get out in the field enough to really know what our cus- 
930 B. F. Keith Bidg. | tomers want?” And they might wonder, “Do we give our salesmen 
—— a the same consideration that we would expect for ourselves?” The 
a6 - ger answers might be quite embarrassing. 
Uap secge Bidg. 
ve. 
Telephone: Trinity 4-1616 A team, in any field, is only as good as its leaders. Bad captains 
Chi 1, Ut. if it i > wi 
ne Font ie ae usually have bad teams. So top management, if it is unhappy with 
N. Michigan Ave. the performance of its salesmen, might well look to itself to see if 


360 N, 
Telephone: Randolph 6-2166 


it is providing the right kind of leadership. It seems te me that too 
San Francisco 3, Cal. 
Frank McKenzie 


many home office men these days have shiny pants from sitting all 


a ain 1.9737 day in a comfortable chair in the office. If they would get out in the 
Ls Aeesiek th tak: field more often, they would have a better understanding of the prob- 
a Alvar s ; ; 

e, aes even, 198 ; ae erado St. lems their salesmen face and how these might be solved. 

prong Be So ston, at Peachtree St., N.E. Sometimes we forget that a salesmen’s job is no bed of roses. It 
Telephone: Trinity 4110 is often a frustrating, lonely job. Continually traveling, sleeping in 
_—, ye? a | strange beds far from home, putting up with all variety of discourtesies 
Ssomieon a ce | from over-important buyers. It takes a lot of guts and a real interest 
Telephone: Emerson 8-4751 in a job to keep doing this day after day. 





Address mail to: Chestnut & 5éth Sts. 
Philadelphia 39, Pa.; SHerwood 8-2000 


Chorter Member 


@ & um 
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When a saleman’s volume drops, it’s because he’s a poor saleman. 
If his volume increases it is because the product sells itself, therefore 
the commission rate should be cut. He can’t win. 




















Despite all the criticism of salesmen, the fact remains that they 
are a vital cog in the distribution process. After several centuries 


















Editorial 








continued 


of trying, no one has yet developed a really effective substitute for a sales- 
man when it comes to producing sales year in and year out. 


Each year we celebrate all sorts of events. We have Hot Dog Week, and 
Fire Prevention Week, etc., etc. It seems to me that we ought to have a 
“Salesman Appreciation Week,” a period in which we will all acknowledge 
the important contributions these men make to our industry. 


Sure, there are some weird characters running around calling themselves 
salesmen. But, there are also some strange people in management positions. 
So let’s not condemn all salesmen for the faults of a few. 


I think it’s about time a kind word was said for salesmen. If our selling 
efforts are poor, others must also share the blame. So let’s try and give 
the salesman a break. Let’s acknowledge his importance and try working 
with him instead of against him. 


How to lose sales... 


One of the big jobs a salesman has is correcting mistakes made by the 
home office. These errors come in all varieties; none are deliberate. But 
they do occur and a salesman must waste a great deal of valuable selling 
time straightening them out. And he doesn’t get paid for this. 


One of the worst offenses a home office can commit is failing to answer 
letters. This practice can do a tremendous amount of damage to a company. 


No matter how small the customer, or how smal] the problem, each letter 
deserves an answer, and a reasonably prompt one. We all understand th: 
cost of handling correspondence. It is terrific. But it is also part of the 
cost of doing business. 


What is the advantage of an advertising program and a sales staff, if 
failure to handle correspondence properly is going to be permitted to undo 
all the good? One dissatisfied customer, repeating his story a dozen times 
(and unhappy customers will do this) can ruin months of hard work on the 
part of the salesman. 


I’ve seen some rather clever ways of tackling the problem of the cost 
of handling correspondence. The use of postcards under some circumstances ; 
use of the original letter as a vehicle for the replay, etc., are examples of 
this type. Did you ever write Sears a letter? Notice how they handle it, 
and how promptly. Other ideas will occur to you if you study this job 
objectively. 


But whatever you do, insist that every letter must be answered, courteous- 
ly and promptly. 
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THE: HOT: LINE FOR 59 







GIANT 24” 


Model D300A 
4 Cycle 3 HP. Briggs & 
Stratton Engine with 
Remote Rewind 


Starter and 
Choke-A-Matic 


e “% 


ot fll 
a Z 





+ 5 
SELF-PROPELLED 


Model SP300A 
4 Cycle 3 H.P. Briggs & 
; \ Stratton Engine with 
Remote Rewind 
Starter and 
Choke-A-Matic 


Control 



















PROMOTIONAL 
MODELS 

































a 21" 19” = 19” 
\ 
‘SUPER DELUXE SUPER DELUXE \ ECONOMY 
\ Model A300 Model C200AA ‘ Model 2CA 
4 Cycle 3 H.P. Briggs & \ 4 Cycle 2 H.P. Briggs & 2 Cycle 2 H.P. Clinton 
j Stratton Engine with ye “ Stratton Engine with a Engine with Rope 
ay Remote Rewind | i Remote Rewind 7 ~ Starter 
Starter and Starter and 
Choke-A-Matic Choke-A-Matic 
Control Control 
ai i sagem We will rush complete free sales package. 
91" 19” tails, ordering i costs, literature samples, 
sales aids, ete. Also merchandise samples available to 
DELUXE DELUXE jobbers, distributors and wholesaiers on request. 







Cycle 2% H.P. Briggs & 
Stratton Engine with 

Hand Throttle and 
Rewind Starter 
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Cycle 2 H.P. Briggs & 
~~. Stratton Engine with 
Rewind Starter 
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Company Name 

Address 

City UIE Zone State 
Your Name 


Position 





Manufacturers of a Complete Line of Power Mowers . . 


Barbecue Braziers . . . Quality Fans 








WASHINGTON 


NEWS 


BY WASHINGTON 


Watch for more builders’ hardware 
sales during second half of 1959 


Your sales of builders’ hardware in the first half of 
1959 should remain at about this year’s level, and may 
rise slightly in the second six months. 

Government housing experts predict total dollar 
volume of new housing next year will rise by 11 per- 
cent, from $18.5 billion this year to $20.5 billion. This 
will reflect slightly higher prices, and a rise in the num- 
ber of new homes from this year’s 1.16 million. 

Expenditures for additions and alterations are also 
expected to rise slightly next year. 

The second half rise in building will come if Con- 
gress approves, as expected, a new housing program. 
Most proposals call for expanded government mortgage 
insurance. 


> outlook 

Continue promoting builders’ hardware, housewares, 
lawn and garden equipment, and other merchandise 
connected with the rise in home ownership. Keep an 
eye on Congress. If a new and expanded housing pro- 
gram is passed, be ready to meet an increase in sales 
of about 2 percent. 


Look for drive in next Congress 


to raise minimum wage payment 


An all-out drive to extend the minimum wage-hour 
law to cover large merchants and to raise the minimum 
to $1.25 an hour will be pushed in Congress next year. 

The AFL-CIO union has already served notice it is 
lining up support among lawmakers. The present mini- 
mum is $1 an hour. Merchants are exempt. 

Under the plan, coverage would be extended initially 
to stores with an annual gross of about $1 million. 
Later, smaller operations would be included. 

Business organizations, such as the American Retail 


10 


BUREAU OF 





HARDWARE 


AGE 


Federation, are already mapping a counter-attack. 
They argue that these wages are now being paid in 
most cases where earnings make it possible, and that 
small stores would be hurt most as they try to compete 
for workers. 


> outlook 

If you would be affected by these union proposals, now 
is the time to let your elected representatives know. In 
most cases, Congressmen are now at home waiting for 
Congress to convene in January. Contact them im- 
mediately. Get other businessmen to do the same. 


New government program expected 
to ease decline in farm income 


Farmers will not play as large a role in your sales 
in 1959 as they did this year. 

Farm income, which rebounded strongly this year, 
will drop from 5 to 10 percent in 1959, U. S. Agri- 
culture- Department experts predict. This would put 
new farm income—what’s left to spend—back to the 
level of 1957 ($10.8 billion). 

A rise in farm prices of 10 percent this year, coupled 
with only a 5 percent boost in costs, and higher gov- 
ernment payments pushed farm income up 20 percent 
to $13.1 billion. 

The outlook for 1959 is for falling farm prices, 
further increases in production costs, and an end to 
soil bank payments. However, a new government farm 
program could ease the expected decline. 


> outlook 

Figure now on a 5 percent dip in sales of such items 
as appliances, repair materials, and other items to 
farmers. Because farm output will not dip, don’t plan 
on a drop in sales of feed, seed, fertilizer, and other 
production items. 
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THE RIGHT SPEED 


FOR EVERY DRILLING JOB 
AND ALL SANDING, POLISHING, 


SAWING ATTACHMENTS 


Model SD-382 


Sells better because there’s so much more fo sell... 


2-SPEED 2.8AMP. 3/3" DRILL! 


NO OTHER DRILL HAS SO MUCH SELL! This new Shopmate outclasses all other drills es 
Powerful 2.8 amp. universal AC/DC fan-cooled motor! ong it's the only drill at a —— ae its price 
High speed (2000 rpm) for drilling wood, plaster, etc.! that ~~ wea instantly, electrically . . . at 
Low speed (1000 rpm) for heavy-duty applications! the flick of a switch! And both speed ranges develop 
Electro-mechanical transmission changes speed instantly, f ull ae for fast, efficient drilling under any con- 
electrically by flicking speed range selector switch! ditions! Nationally advertised in The Saturday 
Full power output at either speed! Evening Post, Popular Science, Popular Mechanics, 


Speed range selector switch interlocks with on-off switch for and other powerful consumer publications! 
maximum safety! 


e@ Weighs only 6 pounds, perfectly balanced to eliminate fatigue!  —Gorarar | 
@ Precision geared chuck and key! 


mail to: George Weatherby, Sales Manager 
. a oe sa «> rhino a PORTABLE ELECTRIC TOOLS, INC. 


@ Multiple ball thrust bearing! 320 W. 83rd St., Chicago 20, Ill. 
@ Precision cut alloy steel gears! 
@ Handsome silver luster finish! 

: , PR ii ea ticeintibin 


Send me full details on the revolutionary new 
Shopmate Model SD-382 2-speed Drill! 
PORTABLE ELECTRIC TOOLS, INC _ es gpa commen 
7 ° . . 
320 West 83rd Street * Chicago 20, Illinois :__My Preferred Distributor _______ 


HA-128 


Name 


Firm Name_ 


| mccwecceceosoeseoeseesoesese= 
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HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


fair price drive 
gets support... 


Business is solidly in back of the drive by the Federal Trade 
Commission to weed out misleading advertising on retail prices. 
Manufacturers are supporting the drive by distributing the guide 
issued by the FTC. Consumer magazine and newspaper publish- 
ers, and radio and television people, are backing the drive. The 
fast shuffle on prices has baited many a store with traffic, and 
left customers bewildered when the “bargains” turned out to be 
somewhat less than real bargains. HA Recommendation: You can 
help at your local level by getting your Better Business Bureau 
and Chamber of Commerce to back up the drive, your newspaper 
publisher to give publicity to the drive. Some institutional 
advertising on your part to inform customers about what makes 
a fair price, and the fact that you get what you pay for, will 
help offset the effects of misleading prices. Write to FTC, Wash- 
ington 25, D. C., for a copy of the “Guides Against Deceptive 
Pricing.” 





The money your customers got in wages, rents, dividends leveled 
off during the early fall. Remember: December spending money 
is fortified with the payoffs of Christmas savings funds. 


study your own 
'59 market... 


This is the time of year when business experts take a long, hard 
look ahead and come up with their forecasts of the new year. 
Read every forecast that comes across vour desk. You'll learn 
a lot, both fact and opinion, in what’s just ahead for business in 
general. HA Recommendation: Remember, these forecasts take 
you up on the peak and give you a broad look at business. Take 
the same broad, hard look at events in your community, events 
likely to influence sales and profits in your store. What about 
new home construction? What about new highways diverting 
or increasing traffic past your store? What about new factories. 
or present factories increasing payrolls? Apply these local fac- 
tors to the broad national picture and decide now how much of 
a sales increase you want and can get in 1959. 





Hardware wholesalers sold more goods in September than a year 
ago, but merchandise in their warehouses, measured in terms of 
days of supply, is down. 


... turn to p. 96 for more news on how’s the hardware business 
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The trend to natural wood interiors can mean new profits for you 


To finish a paneling job,: your customers want top quality Weldwood Wood Finishes 
(You get a full 40% discount on every item in the fast-selling line.) 





WELDWOOD SATINLAC® LIGHTENER. New, 
anti-wetting agent to prevent darkening or 
“wetting” look usual when new wood is 
finished. Retains native wood tone when 
followed by finish coats of Satinlac. 


J 8 is J 
WELDWOOD PUTTY STIKS”. In 16 colors, for 
filling nail holes and other minor surface 
defects after finishing. Merchandised in an 
attractive display unit to step up your 
turnover, boost your profits. 


HARDWARE AGE, DECEMBER 4, 1958 


WELDWOOD SATINLAC®. New, improved for- 
mula with greater solids content goes 
farther, works easier, has less odor. Brings 
out and preserves natural wood beauty 
with no “built up” look. 


WELDWOOD ADHESIVES cover 95°, of your 
market. New space-saving, sales-building 
Weldwood Adhesives Centers (in floor or 
counter models) increase turnover, boost 
profits, eliminate bulky inventories. 


WELDWOOD FIRZITE® — penetrating resin 
sealer. White for blond, pickled, and limed 
effects ; and as primer under paint to prevent 
checking. Clear to prevent wild grain when 
staining softwoods. Both Clear and White 
Firzite can also be tinted with colors-in-oil 
to produce innumerable oil stained effects. 


STOCK THE HIGH-PROFIT WELDWOOD LINE. CALL YOUR 
WELDWOOD REPRESENTATIVE TODAY, OR WRITE 


Weldwood’ 


‘cS, WOOD FINISHES 


UNITED STATES PLYWOOD CORPORATION 
Dept.H A 12-4-58,55 W.44th St. New York 36,N.Y. 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 








Combination sander-plane 


This Perma-Grit brand Sander- 
Plane is designed to cut in half the 
time required to remove material 
from wood, plaster, plastics or 
other composition materials. It 
will interest do-it-yourselfers and 
professionals alike. The abrasive 
surface of the tool is of tungsten 
carbide grits copper-bonded to a 
steel blade and will cut on forward 
and back strokes. Plastic handles 
are shaped like those of a regular 


Shee 








plane with comfortable two-handed 
grip. Skil Corp. 


For more data circle No. 1 on postcard, p. 69 


Packaged marine hardware 


Owners of small boats will want 
this marine hardware in Presto 
Pac. There are 14 different items 
of modern design in the line. In- 
cluded are boat cleats, bow handles, 
step plates (with black or white rub- 
ber step pad), stern handle, bow 
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chocks, bow eye and mooring bit. 
Hardware is made of cast bronze in 
triple chrome plate to resist effects 
of sea water. Each individually 
packed item has screws packaged 
with it. Presto Lock Co. 


For more data circle No. 2 on postcard, p. 69 


Soldering gun with case 


The Wen model 250 heavy duty 
250-watt soldering gun now comes 





in an attractive metal carrying 
case. Kit contains a feraloy solder- 
ing tip plated for extra service, 
cutting tip for plastic and viny! 
tile, flat iron tip for removing dents 
and scratches in furniture, 5-ft roll 
of rosin core solder and 7/16-%% in. 
double-end, nickel-plated wrench. 
An $18.50 value for $15.95. Wen 


Products, Ine. 
Fer more data circle No. 3 on posteard, p. 69 


Chrome baking pan line 


Housewives who like chrome fin- 
ish will want the BeauteBake 





chrome baking pans. They are 
made of solid steel, plated with 
heavy coating of copper on top of 
which heavy coatings of nickel and 
finally of chrome are given. Pans 
packed in individual reusable poly 
bags. Individual pieces list at $1.35 
to $3.95 each. Chicago Metallic 
Mfg. Co. 


For more data circle No. 4 on postcard, p. 69 
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Want more information on these 
products? Then use free post- 
card on page 69. 


THAT CAN HELP YOU BUILD BETTER STORE PROFITS 





Porcelain repair material 
Practically everyone is a cus- 
tomer for this new Magic porce- 
lain repair material. Magic Fix-All 
Porcelain mends nicks, scratches, 
chips and worn spots on all porce- 
lain appliances and fixtures. It can 
be used on stoves and water tanks 
because it resists heat up to 400 
deg and maintains its glossy white 
finish. Comes in tubes, with spe- 
cial applicator cap; bubble packed 
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on pre-priced, pre-punched cards at 


49¢. Magic Iron Cement Co., Inc. 
For more data circle No. 5 on postcard, p. 69 


Glass cleaner in spray can 


Busy housewives will be custom- 
ers for this new cleaner-polisher in 
a 15-0z aerosol package. This new 
Window Spray in the Easy-Off line, 
is useful for cleaning glass, chrome 
and porcelain. Sells for 49¢ with 
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top profit margin for dealers. The 
cleaner leaves no film residue, no 
streaking and helps prevent fog up. 
Boyle-Midway Div., American 
Home Products Corp. 


For more data circle No. 6 on postcard, p. 69 


Four-way kitchen tool 


Here’s a four-purpose household 
gadget known as the Four-Way Gun 





opener, cork puller and ice crusher. 
It is furnished in a non-tarnish 
gold finish metal and individually 
packaged, 12 to a three-color dis- 
play box. Metalart Co. 


For more data circle Noe. 7 on postcard, p. 69 


Oven-refrigerator sets 


Housewives will want this oven- 
refrigerator-freezer set of Pyrex 
brand glass with the new look. The 
dishes have a turquoise Pennsyl- 








vania Dutch butter print decora- 
tion on a white opal background. 
Designs match those of recently 
introduced Cinderella bowls and 
bake-serve-and-store sets. Made of 
heat-resistant, Pyrex brand glass, 
these four dishes can be used as 
casseroles or storage dishes. Three 
smaller dishes stack neatly on cover 
of 14-qt dish. Set retails at $3.95. 
Corning Glass Works. 
For more data circle No. 8 on postcard, p. 69 
(Conténued on page 66) 
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TO HELP YOU SELL 





Want more information on these 
sales aids? Then use free post- 
card on page 69. 


NEW DISPLAYS AND OTHER DEALER AIDS TO HELP YOU SELL MORE 





Power tool merchandiser 
Five of the most popular power 
tools in the Shopmate line are fea- 
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tured in this eye-catcher display 
finished in red, yellow and blue. 
Made with metal frame, wood base 
and top board, the unit is free with 
the five tools: 7-in. saw; %-in. re- 
versible drill; oscillating sander; 
,-in. drill and Jig-Lite jig saw. 
Window and wall streamers for 
each tool, brochures and power tool 
headquarters streamer are also in- 
cluded. Portable Electric Tools, 


Ine. 
For more data circle No. $ on postcard, p. 69 


Paint brush assortments 


Five’ self-merchandising paint 
brush assortments are included in 





the 1959 Pittsburgh line. The 
Royal assortment features new 
Raylon bristle, a combination of 
heavy-gage tapered rayon bristle 
with flagged nylon bristle. White 
handles, red stripes and a bright 
red and white jacket help make the 
brushes eye-catchers. Sizes from 
2 to 4 in. Special bonus plan on 
assortment. Brush Div., Pittsburgh 
Plate Glass Co. 

For more data circle No. 10 on postcard, p. 69 


Surface forming tool display 


Surform tools and blades for 
trimming and forming wood, com- 
position board, asphalt tile, rubber, 
metal and plastics are shown in 








this Surform merchandiser. Rack 
can be used on perforated board or 
on easel. Unit holds balanced stock 
of standard file and plane type tools 


plus new Surform tools. Retail 
value $48.17. <A _ separate blade 
merchandiser is also available. 


Stanley Tool Div., Stanley Works. 


For more data circle Ne. 11 on postcard, p. 69 


Display board shows hooks 
Twenty-four of the most popular 
K-V Handy Hooks for perforated 
hardboard are shown on the model 
F display unit, a 2 x 4-ft rack for 








showing bubble packs and cards. 
Display is free with each order of 
25 cartons of Handy Hooks. Each 
carton contains 10 cards of bubble 
packs of one specific Handy Hook. 
A set of samples for mounting 
cards and literature is included for 
25 different hooks. Anape & Vogt 
Mfg. Co. 


For more data circle No. 12 on postcard, p. 69 


Wall screw anchor display 


The 7900-B merchandiser for 
Wing Ding wall screw anchors is 
a four-color unit which can be hung 
from the wall or used easel-style on 
the counter. It is 23% in. high and 
9 in. wide. It is shipped with one 
box of 4-SS hollow door fasteners, 
two boxes of 4-SL dry wall fasten- 





(Continued on page 88) 
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Let one name Southern. solve your fastener puzzle 
——s = _ oS 


Southern Screw’s quality, service, and EZ to C© packages lead to the 
profit you’re looking for in fasteners. 


Stock the full line of Southern Screws and Bolts — famous for quality 
and for customer preference. Sold through leading wholesale distributors. 


Write today for our new Package Stock Guide. Address: Southern Screw 
Company, P. O. Box 1360, Statesville, North Carolina. 


WOOD SCREWS @ STOVE BOLTS 
MACHINE SCREWS & NUTS 
ABC & F TAPPING SCREWS 


WOOD DRIVE SCREWS @ CARRIAGE BOLTS SCREW 


STATESVILLE 
WAREHOUSES: 


NEW YORK @ CHICAGO @ DALLAS ®@® LOS ANGELES 
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NORTH CAROLINA 








THE PLANS «es 
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Put your drive for housewares 
profits in 1959 into high gear and 
ahead of schedule by seeing ALL 
and the BEST tne industry offers 
—more products than you could 
study in your office in a full 


year of conferences with suppliers. 


Learn directly from policy-making 
executives of top manufacturers 
new merchandising ideas that 
can mean more profits for you. 
Meet new contacts and greet 
your present sources—ALL of 
them in five days when 734 
manufacturers will be your hosts. 


a head sta 


— 
rt for a pooming '© 























30% NHMA 
National Housewares 


Exhibit 
JANUARY 12-16, 1959 Monday thru Friday 
NAVY PIER plus DRILL HALL 








CHICAGO 


Tudustry-cponsored for the Nation's Housewares Manufacturers and Guyers by the 


NATIONAL HOUSEWARES 


MANUFACTURERS 
(Incorporated not-for-profit) 


ASSOCIATION 


1130 MERCHANDISE MART, CHICAGO 54, ILLINOIS 
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e Now... for the first time .. . one source for 
a complete selection of door mats in all sizes, 
colors and designs. 


@ Dramatic, revolving merchandising fixture dis- 
plays and sells a full assortment of door mats. 


® Multi-tiered, compact fixture features five 


differently designed door mats that retail at: 
98¢—$1.98—$2.98—$4.98—$6.98. 


see other side of sheet. 


NEW! 


complete door mat center 





e For complete details on mats and fixture... 


Top shelves revolve by hand 


Now... 
you can turn 
a 4 foot circle 
of floor space 


into a complete, high 
profit Rubbermaid 
Door Mat 
Department 














“WELCOME” DOOR MAT... attractive and serviceable. Tradi- 
tional greeting of ‘ ‘welcome” molded into mat. Long-lasting, 
weather-proof. Low retail makes it a real bargain value. 
Pre-priced. 





No. Description and Size | Retail Each | Std. Pack | Shp. Wt. Colors 
1402 Door Mat 14%” x 21” 98¢ 12 22 Ibs. Black 



































GRID DOOR MAT . 
mond inserts. Grid 


spaced to prevent catching women’s heels. Colorful, pre- 
priced label. 


handsomely styled with colorful dia- 
‘design scrapes shoes clean . . . grids 























No. Description and Size| Retail Each} Std. Pack | Shp. Wt. Colors 
1407 Door Mat 18” x 28” $2.98 3 13 Ibs. Red, Black, 
Green, Grey 
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DELUXE DOOR MAT... the ultimate in door mats. Dual design 
... heavy ribbed area for greatest traffic . . . grid area to 
wipe shoes clean. Colorful, molded-in emblems. Polyethylene- 


bagged for counter-freshness. Colorful, pre-priced label. 





NEW! Complete Line of Rubbermaid Door Mats 





No. Description and Size | Retail Each | Std. Pack | Shp. Wt. Colors 
1411 Door Mat 24” x 39” $6.98 3 20% ibs.| Red, White, Black, 
Green, Grey 


























DISPLAY FIXTURE #0843 . . . $70.00 Value FREE with purchase of 
the following stock: your choice of colers in standard packs. 




















[Door Mat; Retail eB std. | Number of | Total 
Item No. Each Colors Pack. Hiems Required) Retail 
-—— —_—_—_}—_-- ——— —_—_—_4 . —_— 
1402 $ 98 Me Sie. SE ei = 7 24 | $23. 52 | 
3 +1404 = | $1.98 bo Red, Black, Green a Se a se Aces | } $23. 76 | 
~ 407 | $298 | # Red, Black, Green [| # Sitar iene, 
ae a eee 3 9 | $26.82 
1408 $4.98 | Red, White, Black | . ; gues 
eee ane Green, Grey 3 9 4 $44.82 
i411 | $6.98 oe er 
. Green, Grey 3 9 $62. 82 J 























Total Retail for Complete Stock—$181.74 PLUS FREE $70.6 00 Display Fixture or 
Buy Display Without Stock Requirement for $45.00 Net, Delivered. 








RIBBED DOOR MAT .. . perfect for front door, back door, 
basement. Heavy-duty, non-skid rubber. Surface ribbing 


scrapes shoes clean, ends tracking-in of mud and dirt. 
Colorful, pre-priced label. 








No. Description and Size | Retail Each | Std. Pack | Shp. Wt. Colors 
1404 Door Mat 15” x 25” $1.98 6 15 Ibs. Red, 
Black, Green 
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LARGE GRID DOOR MAT... same decorator styling as #1407 
Door Mat. Larger size makes it a perfect mat for dressing-up 
large entryways. Polyethylene bagged to insure counter- 
freshness. Colorful, pre-priced label. 


No. Description and Size | Retail Each | Std. Pack | Shp. Wt. Colors 


1408 | Door Mat 21%" x 35%" $4.98 3 17 Ibs. Red, White, Black, 
Green, Grey 
































Display Fixture #0843. Size: 4 feet in diameter. Overall Height: 65 inches. 
Shipping Weight—115 Ibs. Drop-Shipped to Retailer, Freight Pre-Paid. 


RUBBERMAID INC., WOOSTER, OHIO 


HJ-97 Litho in U.S.A. 

















Hardware Age 


feature articles 





Dec. 4,1958 Vol. 182, No. 12 






























“ | How to avoid a 


Spring promotion failure 


You can prevent your lawn and garden clinic from failing if you 


know what pitfalls to avoid. This article will test your promotion 


knowhow. See if you can find the reasons why this dealer’s clinic 


failed. Read carefully and you'll discover answers that can spell 


Springtime profits for you. 


A lawn and garden clinic is a sure way to get 
your sales off to a fast start every Spring. 
Clinics are packed full of benefits for any hard- 
ware store. 

But, a lawn and garden clinic can fail miser- 
ably if mishandled. 

Can this happen to you? What can you do to 
prevent it? 
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You can avoid failure if you plan carefully 
and follow-through every step of the way until 
the clinic is a reality. 

Here is the story of a seemingly well planned, 
well executed clinic that failed. It is an actual 
incident in one dealer’s life some years ago. He 
learned the hard way. 

Read this article carefully and see if you can 


21 








spot this dealer’s mistakes. You can avoid these 
pitfalls if you discover them now. 


The dealer in this article obviously prefers 
not to have his name mentioned here. So, we 
will call him Mr. Dealer. 


Mr. Dealer operates a hardware store in the 
suburbs of a large city. His customers are mod- 
erately well-to-do families. The community is 
garden minded and generally shows it with a 
lot of purchasing activity throughout the grow- 
ing season. 


One Spring, Mr. Dealer decided to run a 
clinic. He felt he couldn’t miss. 


He sat down and began to plan. When he 
finished, Mr. Dealer thought every plan he made 
was important and good procedure. But, his 
clinic failed. Why? Let’s trace what he did right 
down the line. 


First he decided on a date. Clinic Day was 
set for Saturday, the day before Easter. This 
gave him 10 days to prepare for the event. 


Mr. Dealer then wrote out a list of things he 
must do to create the clinic. Here’s what he 
wrote: 


A. Suppliers 


(1) Contact supplier salesmen for sugges- 
tions and help in setting up exhibits. 


(2) Get a definite commitment, in writing, 
that salesmen will be on hand for clinic day. 


(3) Suppliers often supply door prizes and 
other special attractions. Check with salesmen 
on this. 


B. Advertising and promotion 


(1) Gather appropriate garden mats normally 
available from suppliers. Check for possible 
cooperative ad arrangement. 


(2) Contact local newspapers for two pur- 
poses. First, to plan an ad schedule and have 
the paper combine ad mats into snappy clinic 
promoting ads. Second, to get the paper’s sup- 
port in editorial sections. 


(3) Make up envelope stuffers and fiyers. 
Contact printer on this. 

(4) Make up interior and exterior posters 
for store and clinic use. Check printer or do by 





How to avoid a Spring promotion failure 
(Continued) 


hand. Use newspaper ads for tie-in signs later. 


C. Speakers and demonstrations 

(1) Free soil test. Soil improvement and 
fertilizer taik. 

(2) Plant growth and foliage. 


(3) Lawns—preparation for seeding, seeding 
and maintenance for new and old. 


(4) Insect control and chemicals. 
(5) Pruning demonstrations and talk. 


D. Displays at clinic site and store. 


(1) Grass seed. 

(2) Fertilizer. 

(3) Power equipment. 
(4) Insecticides. 


E. Sources of information to answer customers 
questions on Clinic Day. 

(1) Magazines. 

(2) Manufacturers and wholesalers. 

(3) Garden clubs. 

(4) Country farm agent. 

(5) Local arboretum. 


F. Select show site 


(1) Find location that will accomodate traffic 
and permit demonstrations (especially power 
mowers). Check rental fee. 


(2) Consider using parking lot next to store. 
This would be most economical. 





G. Show day activities 


(1) Clinic to be open 9 a. m. to 6 p. m. 


(2) Speakers to be on from 10 to 11 a. m. 
and 3 to 4 p. m. 

This completed Mr. Dealer’s list. He then 
began to take action. He spoke to a personal 
acquaintance who carried some influence in 
community activities. We'll call him Mr. Friend. 

Mr. Friend showed a lot of interest in the 
clinic. He thought it was a great idea. And, he 
immediately offered his own help to get this 
thing rolling. 

Mr. Friend knew a number of people and he 
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would supply speakers, notify interested parties 
and work things out with radio and newspapers 
to get free publicity snd create interest. In 
short, he woula handle all outside promotion. 

The dealer relaxed. He now hac someone to 
carry the ball on outside promotion. He went 
ahead and devoted all his time to other clinic 
matters and did not contact Mr. Friend again 


until Clinic Day. 


Mr. Dealer rented a hall in town that pro- 
vided lots of space and also boasted a big lawn 
for mower demonstrations. He made final prepa- 


rations on all necessary items outside the store. 

Clinic day dawned bright and sunny. Ideal 
for such outdoor activities. Everything possible 
was ready at the store. The signs and envelope 
stuffers hadn’t arrived from the printers. It was 
too late to use them anyway. Extra clerks were 
on hand to serve the increased traffic. 

Down at the clinic site everything was set. 


Supplier salesmen were there early and took up 


Why? 


their stations at the displays. They waited. 
Only a handful of customers showed up. 





Here’s why this Spring promotion failed 


Have you figured out what the dealer did wrong in preparing for his lawn and garden 
clinic? He made four mistakes. Here they are with suggestions to help you avoid 
the same pitfalls in your Spring promotion planning. 


Mistake No. 1: 


Mr. Dealer picked a_ holiday 
weekend. Many peoplé are out of 
town on such a weekend. If they 
are not away they are much too 
busy for garden clinics. 


Recommended procedure: 


Always plan your clinics so they 
will not conflict with holidays or 
holiday weekends. 


Mistake No. 2: 


Mr. Dealer did not give himself 
enough time to really plan this 
clinic. He only allowed himself 10 
days to do the job. This made it 
tough for supplier salesmen to set 
up a schedule and there wasn’t 
time to reach enough interested 
parties. 


Recommended procedure: 


Give yourself plenty of time to 
set up a clinic—several weeks or 
even a few months. You need thai 
much time to iron out details and 


to do a good advance promotion 
job. 


Mistake No. 3: 


Mr. Dealer could not do a com- 
plete mail or store promotion job. 
His material did not arrive in time 
to be used because he didn’t order 
early enough. 

Recommended procedure: 

Make sure to contact the printer 
early. You should have signs and 
other promotion material on hand 
well in advance of Clinic Day. Put 
up signs and streamers inside and 
outside the store. These should 
announce the dates and coming at- 
tractions. Have all sales personne! 
mention the clinic to every cus- 
tomer they serve. 


Mistake No. 4: 


Mr. Dealer depended on Mr. 
Friend to handle all his outside 
promotional activities without 


checking up on him. The dealer 
was let down. It seems that his 
friend was busy and the clinic com- 
pletely slipped his mind. 


Recommended procedure: 


Don’t depend on others. Plan, 
promote and carry out your own 
program to its completion. Stay on 
top of every phase. This is the 
only way you can be sure all of 
your promotion investment won't 
be wasted. 


* * . 


A lawn and garden clinic is a 
sure way to stimulate Spring sales. 
Just follow the recommended pro- 
cedures and other sound ideas men- 
tioned in Mr. Dealer’s list. 


Every step here may not be nec- 
essary to make your clinic click. 
However, they all tend to build 
more interest and make for a big- 
ger success. In any event, you can’t 
miss if you plan carefully and fol- 
low through yourself. © End 
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How to sell more 


Specialty shop treatment enables hardware dealer to maintain better 


stocks, make more sales, promote a bigger Christmas season in toys 


Toy business is good from Jan. 1 to Dec. 31 
each year at McNamara Hardware in Merced, 
Calif. 

The department does a high volume with a 
gross profit margin of abvut 40 percent. 

J. J. McNamara went into the 52-week toy 
business 12 years ago with a second-floor dis- 
play in his hardware store. Business was good, 
but there were a number of disadvantages in 
that location. 

Seven years ago Mr. McNamara moved his 
toy department to the first floor of a building 
adjoining his hardware store. 

Called Toyland, this department attracts cus- 
tomers from a much wider area, and gets a 
greater portion of the toy business in its imme- 
diate area. 

Toyland is in a 35x160-ft building, 3500 sq ft 
of which are used for toy display. 

An attention-getting feature outside is the 
rocking horse outline on the electric sign above 
the entrance. When the sign is turned on the 
horse figure appears to rock. 

The department inventory and sales staff vary 
with the season. The low point in inventory is 
reached in January when the stock has been 
reduced to about $6,000 at cost. The high point 
is reached by mid-October, with a stock of toys 
costing $50,000. 

Buying is the key of the department’s success 
and is handled by Mrs. Grace Garibaldi, the 
owner’s sister. 

Mrs. Garibaldi starts building the stock for 
the next season after the first of the year. She 
buys in limited quantities at first, so by April 
the department’s stock is valued at $10,000 to 
$12.000 at cost. 


Her greatest buying is done at a toy show in 
San Francisco in May or June. Virtually all 
Christmas toy stock is ordered then for delivery 
not later than Oct. 15. 

Toy buying can be tricky business, Mr. Mc- 
Namara emphasizes. Fads rule some of the 
demand. A buyer must be careful not to over- 
stock an item that may go out of fashion over- 
night. 

McNamara’s carries the best quality toys, 
avoiding low priced items available at many va- 
riety and drug stores. The result is a better 
satisfied customer and a higher average sale. The 
owner estimates the average toy purchase at 
$1.50. 

“Even though two-thirds of our toy business 
is done during the last three months of the year, 
it is profitable to operate Toyland on a year 
‘round basis,” says the owner. 

“Then, too, the fact we are open throughout 
the year makes the department known to people 
of the area and they get the habit of coming 
here to shop for toys. If we did not operate this 
department all year we would not do nearly the 
Christmas volume that we do.” 

Toy sales throughout the year are stimulated 
by the company’s card file on juvenile customers, 
with their names, addresses and birthdays. 

Four or five days before a child’s birthday, the 
store mails a birthday card congratulating the 
child, and inviting the parents to bring him down 
to the store. An inexpensive gift is offered for 
coming down. 

The store gift wraps toys without charge, this 
service costing about 10¢ per package. Many 
toys are purchased at the last minute, in all sea- 
sons, Mr. McNamara says and customers do not 
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TOYS 


have time to do their own gift wrapping. 


Customers can buy an item with a $1 deposit 
for layaway, beginning several months before 
Christmas. One customer started layaway pay- 
ments in March on a $100 electric train. Most 
layaway purchases, however, begin about Oc- 
tober. 


Customer complaints are handled quickly and 
without argument. Liberal adjustments make 
customer friendships. Some of these adjustments 
can be costly, but the good margin takes care of 
them. @ End 
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Mrs. Grace Garibaldi, toy department manager, 
and J. J. McNamara, store owner, talk over a 
merchandising problem. 





General view of a hardware store's toy department, 
operated throughout the year. 












Where can | get 








Space, space and more space. That is the problem. 

Most hardware stores face this situation at one time 
or another. The stock room may be jammed full, or 
the display area may be choked with too much mer- 
chandise. 

William S. Becker, owner of W. S. Becker Hard- 








more selling space? 


Here’s a problem confronting many hardware dealers and how a retailer 
came up with the solution by enclosing what had been outdoor display space 


ware, Temple, Pa., wanted more display space for 
large items like swing sets, bicycles, power mowers 
and outdoor living items. He displayed some of these 
items outside, but they became soiled and hard to sell. 
Solution: he built a giant display case outside. 

Mr. Becker found the space for the new structure 


Enclosed area at left is added sales space for Becker's Hardware. 
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in his drive. The store has always been known for 
providing ample parking. The drive was about 150 
x 35 ft at the side of the main building and extended 
around back where more parking was possible. All this 
space was not usually needed for parking. 

The next problem was construction costs for the 
window. Cost had to be kept down. Plans called for 
a structure 60 x 12 ft to be attached to the side of the 
store. Three sides were to be windows, each window 
3 x 6 ft in a sliding panel. 

One of the biggest savings was in using salvage 
plate glass. Mr. Becker and store employees did the 
construction work themselves. Total cost of the giant 
window was $2000. 

Mr. Becker capitalizes on the window’s attraction as 
much as possible. He keeps it lighted from dusk to 
midnight to attract late evening window shoppers on 
foot and in cars. Many folks drive into Becker’s drive 
and window shop from their cars. 

The window serves as a protected neat display for 
otherwise hidden merchandise. Previously, if a cus- 
tomer came in for a set of swings, he would have to 
look over a catalog. Now, he can see the item itself. 

During spring and summer months, Mr. Becker dis- 
plays large outdoor living, sports and gardening equip- 
ment items. He can now keep them on hand and in 
sight without disturbing any of the regular stock. 





Ratner” 
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Sporting goods disp/ 


In November, Becker’s put some toys and Christmas 
decorations in the window to attract attention to its 
ample toy department which takes up more than 1000 
sq ft in the basement. 

There is plenty of walking space inside the window. 
If a customer spots something he wants, he merely 
goes around to the store and Mr. Becker takes him 
into the window. The customer is then free to browse 
to his heart’s content. 

Becker’s get good display mileage from the window. 
The entire back wall is covered with perforated pan- 
eling. Every square foot of this is used for displaying 
smaller items. This, too, is changed with the seasons. 

In 1954 Becker’s Hardware was remodeled and the 
entire front of the store became window area. Now, 
with the big window added, Becker’s presents the 
front and a full side showcased in glass. Customers 
can see almost the entire inside of the store from the 
street. The main selling area of Becker’s takes up 
about 3000 sq ft. 

Mr. Becker has already taken steps to do more out- 
side showcasing of bulk items. He has found some 
more wasted space at the rear of his parking area. He 
has begun building another window to stock and dis- 
play peat moss, fencing, fertilizer and other bulky 
items. The new structure measures 30 x 8 ft. ®End 


ay set up in enclosed porch by W. S. Becker 
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Aggressive price competition from discount 
houses and a declining industry payroll in the 
city, made it necessary for Todd Hardware in 
Bremerton, Wash., to find something to bolster 
sales. 

The firm selected dinnerware. 

Charles C. White, owner of the store, re- 
modeled his dinnerware and related item displays 
two years ago. At the same time he expanded his 
stocks of these lines. 

He says, “Dinnerware, especially the franchise 
lines, can be real profit markers for a store. 

“It carries a good margin and is not available 
to our discount house competition.” 

The firm now carries more than 50 patterns 
of dinnerware including two lines of chinaware 
stocked in 20 patterns. 

Twelve lines of dinnerware are offered and are 
backed up with a stock of at least 24 pieces of 
each item stocked. 

China, earthenware, pottery and plastic dinner- 
ware are featured in the department. 

Todd Hardware uses a 30-ft wall section with 
perforated board to show dinnerware. Below the 
wall are three rows of horizontal shelving for 
displaying related items. Patterns on wali dis- 
plays are shown so that plates face the customers. 

Wire brackets are used to show a large, 
medium and small plate of each pattern. A cup 
and saucer of the same pattern are shown next 
to the plates. 

A saleswoman in charge of the dinnerware 
department watches trends closely to keep stocks 
in line with demand in Bremerton and nearby 
cities. She carries the same patterns and types 
offered in stores in nearby cities. Thus, when 
Todd Hardware can’t supply an item in a desired 
pattern she can get it from a non-competing 
dealer. 

Todd Hardware uses a brides’ registry plan 
to help promote sales and to prevent duplication 
of gifts for the same woman. 

A special letter invites the bride-to-be to visit 
the department. 


How to sidestep 
discount house competition 








Ad used to interest custom- 
ers in the bridal registry. 
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Customer, right, looks at brides’ reg- 
ister as saleswoman shows pattern of 
plate taken from display. 





— 2 Different colors on perforated panels 
m= give contrast to patterns shown. 





In part the letter says, “We invite you to come 
in and register in our Brides’ Book. Any one of 
our personnel will be most happy to help you 
prepare a list of housewares you would like to 
receive as gifts, and register them. We have 
found that this helps your friends to select a 
gift they know you will want and will enjoy 
receiving, and also serves to avoid duplication 
of gifts.” 

The letter brings many brides-to-be in to 
register. 

Other names are obtained from customers buy- 
ing wedding gifts for young women whose names 
are not listed in the register. 

“We find telephone calls very productive in 
getting more names on our brides’ register,” 
says Mr. White. “Far from being annoyed, most 


people are flattered to receive the call from us 
and many, we find, do not know there is such a 
service as a brides’ register. They are pleasantly 
surprised, agree that it is a good idea. Some of 
these customers will visit the store as a result 
of these calls.” 

The firm uses a special display ad in April 
each year to promote the dinnerware department 
and the brides’ register. The ad is a three- 
column insertion which includes a drawing of a 
bride. 

Other housewares are promoted through the 
brides’ register promotion. These include stem- 
ware and stainless steel flatware. The stainless 
steel line has been carried for the past six 
months. 


Six lines of flatware are offered. ® End 












A Hardware Age 


Store Management Guide 


PART 3 


Here are the facts about the new 


fast growing profit source... 





RENTALS 


Here is a record form for keeping track of income and expenses of 


each piece of rental equipment. The rental bookkeeping form sets up 


information needed in arriving at a resale price, and to decide 


when rental equipment needs to be replaced. 


This article is the third in a series on 
how to get started in the tool rental 
business. The first was published in 
HARDWARE AGE, Nov. 6, p. 38; the 
second, Nov. 20, p. 42. 


The Hardware Age Rental Bookkeeping Form 
supplements the customer rental agreement 
(Fig. 3, Nov. 20 issue, p. 43). The bookkeeping 
form is for use only in the bookkeeping office. 

The form assembles information for manage- 
ment to make some decisions. The information 
consists of the number of times equipment is 
rented, rental and other income, maintenance 
schedule, mainten-nce costs. All this informa- 
tion is useful to store owners in deciding when 
to replace and when to sell rental equipment. 

When tools are returned, information from 
the rental agreement form is transferred to the 
permanent records, that is, the rental bookkeep- 
ing forms. 

This rental record form shows rental income 
and operating costs so dealers can accurately 
figure their net profit for each tool. To simplify 
this bookkeeping job for dealers, HARDWARE 
AGE has developed the simplified rental record 
form shown in Fig. 4. This form was developed 
by HARDWARE AGE after careful study of 
various rental bookkeeping systems. 

The forms are 8% x 11 in. and will fit the 


standard three-ring binder, so dealers can set 
up one book for their rental department. 

Here is how the form is used: 

One sheet is used for each rental tool. On one 
side of the form fill in the name of the tool, its 
number and make or model. The make or model 
line is included so dealers can compare similar 
tools by model to see which stands up best in 
rental use. Rental fees are also listed, to be 
revised later if income is not sufficient to cover 
expense. The date the tool was bought and its 
cost are also filled in. The cost is needed to 
determine net profit; the date to determine how 
long the tool has been in use. 

On the other side of the form, dealers fill in 
how often the tool should be given regular 
servicing and what points should be checked. 
This will cut down on maintenance costs and 
keep the tools in top operating condition longer. 

Filling in these forms initially is the only 
bookkeeping activity that takes much time. 
Keeping them up-to-date with each rental re- 
quires little time once the forms are set up. 

The rental dates, rental income, tie-in mer- 
chandise sales and total of rental income and 
tie-in sales are filled in the appropriate columns 
when tools are returned. The date, work done 
and cost is filled in in columns marked for this 
when tools are serviced. 

To sell the tool simply add the totals of in- 
come and expense, plus cost of the tool, to 
arrive at the net profit figure. Space for this 
arithmetic is provided on the form. 
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Fig. 5—Bookkeeping form for rental equipment 


Here is a form for keeping records of rental income and maintenance costs for each piece of rental 
equipment. For details on this form write to Hardware Age Reader Service Department, Chestnut 
& 56th Sts., Philadelphia 39, Pa., and specify Form No. II. 


Front, bookkeeping rental form 
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Back, bookkeeping rental form 











SERVICE RECORD 


This tool should be serviced after every hours of rental 





What to do when servicing this tooi 

















List here dates of service, parts installed, costs. etc. 





Date Work Required 
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Did you ever day-dream of what 
you'd do if you won a big cash 
prize? Well, here is a report on 
what a hardware dealer who did 
win a cash prize of $5000. 

Back in March (HA, March 27, 
p. 177) HARDWARE AGE reported 


A dealer set up a 
store trim in his store 
shown to the immedi- 
ate right. Months later 
and $5000 richer this 
dealer was doing busi- 
ness in the same store, 
with a new interior, 
shown on the extreme 
right. 





Merchandise contest award pays for 


how Rickbeil’s Hardware, Worth- 
ington, Minn. won a $5000 prize 
in a merchandising contest. The 
award was made to Rickbeil’s for 
outstanding in-store display by 
Kordite Corp., Macedon, N. Y. 
Proprietor Hardy Rickbeil and 





son-in-law Don Frerichs figured 
the best way to get the most out 
of their $5000 was to plow it right 
back into the business. 

The Rickbeil store has always 
been a fine looking establishment. 
In fact, the store has won several! 


After modernization. 





Before modernization. 
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a new store interior 


keeping, displaying, and stocking 
simpler, and operation more effi- 


merchandising and 
promotion, such as Brand 
Retailer of the Year, 1956. 

Even so, Messrs. 
Frerichs figured that remodeling 
the store would hike sales. They 
it would make house- 


Rickbeil’s made a wise move. 
The $5000 prize money, 
some of the firm’s 
overhauling the 


Rickbeil and 
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store’s interior for better display. 

The payoff has already come in 
increased efficiency, a better look- 
ing store that looks much bigger, 
and more traffic and sales. 

In the remodeling, the slim gon- 
dolas replaced wider bin-and-step 
fixtures. In the new setup there 
are four aisles and three rows of 
gondolas replacing three aisles 
and two rows of wide fixtures. 

The store is now air condi- 
tioned, a proven boon to June- 
September sales. Wall fixtures 
have been modernized, and light- 
ing has been improved. 

How will Rickbeil spend the 
next prize it wins? 

“We'll build a more modern 
store front to match our modern 
interior,” said Mr. Frerichs laugh- 
ingly, “that trip to Europe will 
just have to wait.” @ End 














How to open a new store 


Here is how a California dealer got his new store off to a good start with 


an advertisement telling customers about policies and introducing the staff 





This ad is institutional, it makes friends for a new store. 


Retailers generally do not publish many pol- 
icy ads any more. Most advertising hinges on 
merchandise and price. 

Yet a quiet ad declaring a firm policy, and 
some store background, can go a long way 
toward arousing public interest, traffic, sales, 
and good will. 

Skaggs Hardware Supermart found this to be 
true when it opened a large store at Hayward, 
Calif., in April, 1958. 

The Skaggs ad was framed by a border com- 
posed of merchandise lines, so there was a hint 


34 





of item merchandising. Otherwise, the ad told 
a tale of store history, store management, and 
store policy. 

Each executive of Skaggs was pictured, and 
a bit of his personal history was told. The 
store itself was sketched by an artist. Then 
the ad copy went on to tell why the city of 
Hayward was chosen as a prime location. 

Further ad copy covered store policy regard- 
ing pricing, credit, and overall merchandising 
philosophy. S. Dwight Skaggs is the owner. 

@ End 
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You don’t go DUCK HUNTING 
with a SLINGSHOT! 


And you can’t get top volume 
with old style fixtures 
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p> HARDWARE STORE FIXTURES 


Mass Display your Merchandise without Mess 
Introduce Color to your Displays 
(44 color combinations possible) 


NOW AVAILABLE M&D’s NEW CHALLENGER FIXTURE LINE CATALOG 
available through the M & D Store Planner in your area. 
Write, wire or ‘phone M & D Store Fixtures, Inc., Dept. 85 
6 No. Michigan Ave., Chicago 3 or City of industry, Calif. 
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Satisfied Customers 
increase Profits with 


REPUBLIC 









Have you ever asked yourself these questions ? 


Q. How important is customer satisfaction? 


A. It’s a fact that people will go out of their way to 
shop where they can get what they want, and re- 
ceive courteous treatment. Repeat business often 
means the difference between profit and loss. 


Q. Does this factor actually apply to bolts and nuts? 


A. As much as any other item. And Republic produces 
over 20,000 standard types and sizes of fasteners 
so you can be sure of satisfying every customer 
requirement. 


Q. Wouldn't stocking a really good selection of fasteners 
be confusing? 


A. Republic has developed a package and label design 
that enables you and your customers to see at a 
glance the type and size fasteners in the container. 


Q. How can I take care of the do-it-yourselfer who buys 
just a few fasteners at a time? 


A. Republic’s new cartons quickly become self-serv- 
ing containers by nesting the top in the bottom. 


Q. Where can I get more information about a line of bolts 
and nuts that will meet more of my customers’ requires 
ments? 


A. Call your local Republic distributor, or mail the 
coupon for literature on Republic’s line of 
customer-approved fasteners. 








WIRE NAILS AND STAPLES— ca complete line for every farm and 
home use. Also ideally suited to and accepted by the building 
trades. Made from wire specially produced for nail manufacture. 


STEEL PIPE—for plumbing, heating, air conditioning, and all other 
home and building uses. This high-quality pipe is available in a 
full line, in sizes you want. 








ROOF DRAINAGE PRODUCTS—«a complete line that's competitively 





priced and ready to use. These uniform products are supplied in 
galvanized steel and ENDURO® Stainless Steel. 


FLEXIBLE PLASTIC PIPE — for livestock watering, lawn sprinkling, 
irrigation uses. Supplied coiled from 2" through 3” diameter. 
in straight lengths in 4” and 6” diameter. Plus a complete line 
of fittings. 


ae * 








~ 
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BOLTS AND NUTS 


ee ee ee ee et ae ee ee eg ee 
REPUBLIC STEEL CORPORATION 
DEPT. HA-5718-R 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
Please send more information on: 
hi , Wi . 2 C2) Nails and Staples C2) Roof Drainage Products 
w e 


[2 Steel Pipe C) Plastic Pipe M Bolts and Nuts 
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Cleveland dealers learn they CAN 


Fight discount competition 


Here’s how nearly 100 Cleveland dealers are meeting the discount 
problem head-on, with the encouragement and cooperation of their 


wholesaler. Here are results of the first half-year’s experience. 


The way to fight discount competition is to 
advertise . .. big, boldly, and consistently with 
competitive prices. 

The best way to do this is to form a joint 
dealer-wholesaler advertising group. And this is 
the philosophy behind a most interesting and suc- 
cessful fight against discounters undertaken in 
the Cleveland area this year by a wholesaler and 
nearly 100 dealers. 

The story started in February, 1958. As a 
possible solution to the ugly discount problem, 
the W. Bingham Co., Cleveland wholesaler, pro- 
posed a promotion program. Local dealers were 
invited to join the wholesaler to put the promo- 
tion to work. 

Results of this effort was the formation of 
Hardware Associates, a wholesaler-sponsored, 
dealer-managed joint advertising program. 

After passing the half-way mark toward the 
first year’s experience in Hardware Associates, 
the opinion of many dealers who have played a 
key role in the group is: “It has helped meet the 
growing threat of discount competition.” 

Hardware Associates, the W. Bingham Co. and 
nearly 100 dealers, regularly run full-page ads 
in a local newspaper. The precise thinking be- 
hind the HA plan can best be described by Harry 
L. Kipling, vice-president and city sales manager 


at Bingham. Mr. Kipling has been the spark 
plug of the project. 

“Early this year,” Mr. Kipling said, “‘the Cleve- 
land papers were full of discount price ads. Our 
dealers were worried. They said there had to be 
some way to fight this competition. 

“We at Bingham put our heads together with 





Harry L. Kipling 


Vice-president and city 
sales manager 


W. Bingham Co. 
Cleveland 
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Here's what dealers say about Hardware Associates 


Here are a few excerpts from actual letters written by dealers, telling what the Hardware Associates program 


means to them. 


“. . . The cooperative weekly newspaper ads in the 
Press, in Our opinion, are and should be of great 
importance to all independent hardware dealers. 
Prior to the time that Hardware Associates ads ap- 
peared in the newspaper, the only full page ads 
relative to hardware items were placed by NON- 
HARDWARE STORES such as discount houses, drug 
stores, auto accessory stores, etc. . .” 

EUCLID GREEN HARDWARE 


“. . . The results of this ad were most interesting, 
bringing in new faces, moving items we thought we 
could not move, at prices of discount houses. This 
alone shows what co-operation of dealers, wholesalers 
and manufacturers can do...” 

W. W. HERRINGSHAW 


“... We weleomed the HARDWARE ASSOCIATES 
plan in theory when it was first outlined to us. We 
recognized a need for promotion and felt that the 
combined effort of many dealers could offer the 
‘punch’ that we lack as individual stores. 

“Now that we can look back at actual experiences 
during the past weeks we find that our participation 
in Hardware Associates has benefited us in these 
ways...” 


PEKOC HARDWARE COMPANY 


‘. . . We belong to this group because it affords the 
opportunity to increase neighborhood trade, it brings 
the attention of a hardware store being in the 
neighborhood, to offer good buys of quality mer- 
chandise at competitive prices. Besides the fact that 
you as wholesalers stand behind all advertised 
products, which in turn reverts to the dealer. This 
form of advertising has been a great boost not only 
for advertised items but also in bringing customers 
into our store and making them aware of the variety 
of items carried for their convenience .. .” 

JOHN P. KONKOY HARDWARE 


“. .. 1 firmly believe that the future of the hardware 
store lies in this type of program. It needs dealer 
cooperation, both financially, and display tie-ins. It 
needs jobber support, and finally, it must have manu- 
facturer backing to keep their products in legitimate 
channels of supply .. .” 

SOUTH EUCLID HOME & AUTO SUPPLY 
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“ _. Now, with pride, you can evaluate your progress. 
Though the weekly ads have not been record shatter- 
ing or too productive, they have kept the public 
aware of the hardware dealers’ existence. It has been 
a trial and learning period and I am convinced that 
as you profit from your errors, you will gain in 
strength and effectiveness .. .” 

M. FREUND HARDWARE 


“ .. One of my experiences I had just happen two 
weeks ago when we ran the ads on automatic hot 
water heaters. An elderly couple came in with the 
Press ad and asked for the 30 gal tank, they bought 
it and paid cash. Less than five minutes later a man 
asked to see the 40 gal tank we advertised, he bought 
it, paid cash and out he went. So I know that people 
really do read our ads.. .” 

JOSEPH J. ECKERT HARDWARE 


“ .. This program of co-operative, weekly full page 
advertising gives us the opportunity to compete with 
the large discount houses. We can show our customers 
they do not have to go to a discount house to get a 
bargain. This way we can keep our customers and 
still give them clean, quality merchandise at a fair 
price as well as service .. .” 

Cc. M. FOX HARDWARE 


“.. . We have increased our store activity to a point 
where there is less time for worry. We have started 
a steady flow of new and seasonal merchandise into 
our store, which has made our customers aware of 
our new approach through constant and timely 
changing of our window displays .. .” 

DENNIS PAINT AND HARDWARE 


“. . We also feel that we must consistently let the 
consumer know, who we are, where we are and why. 
We just have to advertise! At the same time, just as 
the successful retailers are doing, we must back up 
this media with real service and a genuine regard 
for our customers’ problems and welfare—not just 
to make a fast buck, like some of our parasitic com- 
petitors are doing. In this way we believe, that 
eventually, more customers will notice and watch our 
ads—believe them—remember them and we hope 
respond to them .. .” 

EAST 200TH HARDWARE 








some of our dealers to thrash out the problem. 
The upshot is our Hardware Associates group. 

“In March this year, we invited all Cleveland 
area dealers to attend a meeting billed as ‘of 
vital importance’ to them. More than 100 at- 
tended,” Mr. Kipling said. 

“Besides our decision for good, big, consistent 
advertising, we felt it was necessary to give 
dealers a show window for the wide lines and 
many services some customers might have for- 
gotten about. 

“We reviewed the costs of dealer advertising, 
and found that a joint effort was the only an- 
swer. Ad costs to individual dealers were pro- 
hibitive. We labeled the program Hardware 
Associates, and made it available to Cleveland- 
area dealers,” Mr. Kipling said. 

“Now we have between 90 and 100 dealers in 
the plan.” 

Here is how it operates: 


(1) The W. Bingham Company plans, pre- 
pares, and places a full page of advertising every 
week in the Cleveland Press (circ. 313,000) under 
the banner of Hardware Associates. 


(2) An advertising committee of 15 is main- 
tained from the ranks of dealer-members. This 





Here is Hardware Associates em- 
blem. 


committee chooses and prices items for each ad. 
Basis for the ads is competition and seasonal 
selections. Bingham agrees to work closely with 
the committee in an advisory capacity. 


(3) Each participating dealer’s name and ad- 
dress is part of each ad. 


(4) Bingham provides tie-in window banners, 
spots, and price cards for dealers. 


(5) Bingham provides tear sheets of ads and 


Cleveland dealers learn they can fight discount competition 
(Continued ) 











These are representative of consistent full-page 
promotional ads. 


merchandise lists prior to publication, so dealers 
have time to get ready. 


(6) Dealers share ad and mailing costs 
equally. Each is billed monthly for this. 


(7) Where ad allowances are available from 
manufacturers, such money is used directly to 
reduce the cost of each dealer-member’s partici- 
pation. 

“With few exceptions, the above has been the 
method of operation, as we approach the one 
year mark,” Mr. Kipling continued. 

“Our advertising committee meets once a week, 
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artoon ads on 
sports pages sell 


Sterling Halite... 


the ice melter that saves your customers 



























Sports pages in local papers get excep- 
tionally high readership—and most people 
love cartoons! That’s why we're using car- 
toons on sports pages to tell the Halite 
story, to show how Halite helps remove 
dangerous snow and ice fast. All winter 
long, cartoon ads will remind your cus- 
tomers about Halite. This will pay off in 
greater demand for Halite, greater winter 
profits for you. Because your customers will 
be pre-sold on Halite by local cartoon ad- 
vertising—you should order Halite now for 
immediate delivery. It comes in 10-Ib. bags 
(6 to a bale), 25-Ib. bags* and 100-Ib. bags. 
Call your wholesaler or warehouse today ! 


P.S. This winter, use Halite yourself to 
keep sidewalks and driveways clear and 
safe! It’s good for business . . . and Halite 
is its own best salesman. 








: ! *25-Ib. bag of Sterling 
STER! / ; 
100-4 waLite in 10-, © € : Halite now comes with 
carry | STERLING : . wa : convenient, sturdy 
yart re — . olf tfc . 
pa ve f) At grocer ; carrying handle. It's 
a popular size! 
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Sales Offices: Me/ ly MORE /co 
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Baltimore, Md. Cincinnati, O. Newark, N. JJ. Pittsburgh, Pa. 
Boston, Mass. Cleveland, O. New Orleans, La. Richmond, Va. 
Buffalo, N. Y. Detroit, Mich. New York, N. Y. St. Louis, Mo. See 


STERLING HALITE is quicker and it saves your t 














Here's a typical advertising committee meeting. 
All dealer's are from Cleveland area, from left: 
Rudy Cordes, Rudy's Hardware; Manny Freund, 
M. Freund Hardware; Mrs. Freund: Oscor Dennis, 
Dennis Paint & Hardware; Harry L. Kipling, the 
W. Bingham Co.; Lou Scalero, Hayden Square 
Hardware; Mrs. Scalero; Bill Noss, C. M. Fox 
Hardware; and, partly cut off, Bob Pekoc, Pekoc 
Hardware. 


to work on the next week’s ad. Items chosen 
must be from lines regularly carried in our stock. 
These meetings are open to all dealers who care 
to attend. 

“After ad items are chosen, Stan Thompson, 
our advertising manager, and I take over. We 
do all that’s. necessary to. prepare the. ad. for 
printing. Then we notify the membership of 
Hardware Associates in time for them to order 
stock and build displays. 

“Through November we have spent about $40,- 


Cleveland dealers learn they can fight discount competition 


(Continued ) 


000 on behalf of Hardware Associates for con- 
tinuous weekly advertising,” Mr. Kipling said. 
“The weekly cost per dealer averages under $15. 

“We've succeeded in returning lost volume and 
traffic tc hardware stores. And one reason for 
the success of Hardware Associates is the caliber 
of dealers who belong. 

“They have looked beyond the ‘what’s in it 
for me?’ attitude. They know consistent adver- 
tising will bring traffic to their stores. As one 
dealer put it, it’s ‘stay in business’ insurance to 
belong,” continued Mr. Kipling. 

“‘We have added to our many dealer friends in 
the hardware business. Those who have joined 
in the activities of Hardware Associates realize 
we've taken on a greater share of the burden in 
presenting our weekly ads. They are recipro- 
cating with additional purchases, and that’s the 
only way we can make the profits to cover our 
expenses in this promotion,” concluded Mr. Kip- 
ling. 

Bingham has asked manufacturers to coop- 
erate in the program. As the project grows, and 
more manufacturers may wish to share in ad 
costs, the weekly cost per dealer should be less. 

But a manufacturer’s willingness to cooperate 
does not necessarily guarantee that the dealer 
advertising committee will choose his item for 
promotion. Items must stand on their own 
merits, and dealer decisions are final. 

Hardware Associates’ members feel that to 
succeed, a joint program must remain largely in 
the hands of dealers. ® End 





Mass displays help sell 


30 power mowers a year 


Last year Broadway Hardware in McAllen, Tex., sold 80 power 


lawn mowers. 


Jack Whetsel, manager, says that he cannot recall a single power 
mower customer who did not buy other things for his lawn or 


garden at the same time. 


Window displays of power mowers, hose, fertilizer and other 
lawn and garden lines attract customers standing outside the store. 
Then they look beyond the visual-front window to see a wide-aisle 
display of power mowers where there is room to walk around and 


compare the different models. 


The mass display of lawn and garden lines, alongside the power 
mower display, is the big reason most mower customers buy other 


merchandise at the same time. 


@ End 
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You can be sure of long, 


trouble-free service when the 

steel pipe you specify 

bears the mark “‘Wheatland—58.”’ 
This is the pipe built by 


specialists to meet the most rigid 
Talk about durability! On July 8, 
1889, John L. Sullivan went 75 
rounds with Jake Kilrain before he 
finally won the heavyweight cham- 
pionship of the world. This was the 
last bare-knuckle title fight. 


tests of endurance. It’s 
the pipe with the “look of quality” 


and performance to back it up. 
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WITH THE COMPLETE 


CRESCENT LINE 




















Famous brand name 
















Quality merchandise 
Popularly priced 

Nationally advertised 
Broad, diversified line 


Free store displays and 
merchandising assistance 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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Testing tank will build Cot New 
outboard motor business 
Many customers who want out- C | p ( 


board motors can be sold more 
Fast turnover 










quickly if you have a testing tank 
in your store. 

It is one thing to show the cus- 
tomer how a motor starts, how to 
stop it out of water. Operate it in | 
a water filled tank and the cus- with the home repallr 
tomer sees just what the motor 
will do, and how it sounds. 


If the customer wants the unit eo} m-tender-uik’, tabvasaliare 
delivered, a far-western dealer 


with a testing tank, runs the unit - 
in that tank for several hours be- 

fore delivery. This way he knows 

| that the motor is properly adjusted 

and ready to propel the customer’s 


boat through the water. 


Why dealer should carry » 
own big-ticket contract 

If you can do so it is greatly to “ee 
your advantage to finance your own 


paper on a big-ticket sale. 


be ae as easy to use as 
A western dealer, who does 


finance his own paper, says: a8 ‘ele =, in O S | ay 





‘e}melelelonmmaar-0 am ap 4-1 


PLANTS 


c “First of all, we are in position 
x to make terms to suit the indi- | 
vidual customer rather than have | 
1im follow a rigid schedule set up | 
xy a loan or finance company. | 

“We also believe that the store 
traffic created by time-payment | 
‘ustomers is a decided asset in| 
juilding appliance business for us. | 


ELECTRIC 
GENERATING 





epnone 


GASOLINE 
ENGINES 


“When the housewife walks in to | 
pay an installment she sees other | 
-hings she wants in our store.” 


Mae SCNEW HANDY HOME KIT $.98 
| 


also available In $1.89 and 
$3.95 retail packages. 





TOOLS 





ELECTRIC 


PORTABLE 
POWER 


ve tii ik 


" POWFR Tees .3 an | 

< ~~» “A HA ROWRRE | 

: 7 —————— : 
nt 


FREE displays and 


sales aids available 





made by PIONEER GEN-E-MOTOR one] i 20). 7- Baie), | 


YOU'LL PROFIT MORE WITH 


wena OR WRITE 
"ne Boe ti comes as optional f} al C (} N C ) ae 1 RAT () N 


2010 talolleteli Miia tsk 
Danvers, Mass. 









Dear Editor / 


Letters from Hardware Age readers present the views 











of a manufacturers’ agent on private brands, and 





the opinions of several dealers on Layaway Kits. 


Why private brands? 


Dear Editor: 

The editorial in the Nov. 6 HARD- 
WARE AGE, “Why private brands?” 
is so to the point, and so lamentably 
true, that the writer feels justified 
in stepping out of his very humble 
role of “agent” to agree with you 
100 percent. 

Nothing is of such importance to 
an agent as to be able to state that 
his lines are nationally advertised. 


Nothing is of less selling advantage 
as to state “we will make you a pri- 
vate label.” 

Yes, an old, reliable, private 
brand, backed by years of honest 
“house” support will hold its own, 
if the house continues to back it 
up; but only locally and in the fields 
covered for many years by the 
house. A change of management 
can tear this down in a very few 
months, or a change in quality—to 
meet some price situation — can 












Show more! 
Sell more! 













with these KV 
Handy Hook 
Merchandisers! 






K-V Handy Hooks are economical, conven- 
ient for use with perforated hardboard in 
storing kitchen utensils, garden and workshop 
tools. Each display unit compact, eye-catch- 
ing, completely self-service. Designed to stim- 
ulate profitable impulse sales. You get one 
free with each order for a complete assort- 
ment. Call your K-V jobber today! 





For packaged sales: K-V “F’ Display Unit 
Free with each order for a complete assort- 
ment! You get 25 cartons of Handy Hooks, 
each containing 10 cards or bubble packs of 
one specific Handy Hook. A total of 250 cards 
and bubbles — 25 different Handy Hook 
packages. Plus. the free display rack, 2 feet YN; 
wide, 4 feet tall, complete with set of samples ae 
for mounting cards and literature. ~ 


K-V Floor Stand and +1 and #2 
Merchandisers 


Floor Stand free with each order. This 
space-saving floor stand allows you to 
display the 40 fastest selling Handy 
Hooks — plus providing ample storage 
space for cartoned hook stock. Size: 
20” wide, 16” deep, 46” high. 
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You can count on 


-for unlimited fastener variety 
-for unlimited sales potential 


HOLTITE a As a Continental Dealer, you can supply a complete 
Phillips and - line of fasteners, from one dependable source, 
Slotted Head fe and offer delivery without delay. 


TAPPING SCREWS 
Thread Forming 
and Thread Cutting 


WOOD SCREWS 4 
MACHINE SCREWS 
STOVE BOLTS 7 

NUTS * WING NUTS 


The Continental line is unlimited, both in variety and 
volume of ready stocks. In “standards” alone, Continental 
production is measured in millions of styles and sizes. 





In addition, Continental’s specialized sales engineering 
and steady promotion steers more buyers to you — 
buyers whe know the “HOLTITE” name on the fastener 
package means highest quality. 












More and more dealers are finding it pays to feature the 
complete line of Continental HOLTITE standard fasteners 
with full shelf stocks. It’s the “live” line that boosts volume and 

1 ST ARD makes fastener sales pay worthwhile profits. Why not get details? 
ALL STAND Continental Screw Co., New Bedford, Mass. 

FASTENERS 


PoAYAcli ie] o)(- ania Me dale 
CONTINENTAL 
yO 5 a4 ae -1 OD 4 


— saves handling’ costs 

— simplifies inventory 

— improves appearance 
of shelf stocks 





MEMBER - 
SCREW RESEARCH 
ASSOCIATION 


CONTINENTAL 


SCREW COMPANY, NEW BEDFORD, MASS. 


HOLTITE FASTENERS 


HY-PRO TOOL COMPANY... DIVISION RESEARCH ENG. & MFG., INC. suBSIDIARY 
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PRO FIT —it doubled! It went 


right along with Yale Ceramic Hard- 
ware Sales, which increased 100% in 
the past year. And why not? Women 
get profitably excited over the high 
fashion, hand-painted designs...love 
the way gleaming, durable ceramic 
enhances furniture, kitchens, baths. 
Dealers like it, too, because ceramic 
is hot! Ceramic hardware is a fast- 
moving, high-profit item, needs little 
space to display. Stock today. Call 
your jobber or write: The Yale & Towne 
Mfg. Company, Ceramic Department, 
405 Lexington Ave., New York 17, N.Y. 


YALE & TOWNE 


YALE—REG. U.S. PAT. OFF. 






THIS IS REGENT, one of eight distinctive de- 
signs trimmed in 22 carat gold. Available in door 
knobs, drawer pulls, single and double switch 
plates, keyhole covers. 





Lotto from Hardware Age readers 











ruin all of the work done over the 
years. 

If this old world has anything to 
compare in value with the national 
advertising as we see it today, it is 
well hidden from most of us. We 
see some short sighted manufac- 
turer, hungry for extra (7?) busi- 
ness, tear down his price structure 
by catering to the discount house. 
These discount houses, as you state, 
tear down the price structure, ex- 
pose the manufacturer to the ill 
feeling of the old and reliable job- 
bers who have made the well adver- 
tised lines, by stocking them and 
selling them at a price which let 


_ the retail merchant make a proper 





profit. 


We as, manufacturers’ agents, 


_ are proud of our nationally adver- 
| tised lines and items, and feel that 
we stand a good chance of getting 


repeat business on them. When we 
take an order for a private brand 
item, we wonder if we will get the 
repeat, or if some one will cut un- 
der us with a lower quality or a 
lower price. 

We can be wrong, in our think- 


ing, but three families are living 
_ on our mistakes. Our wish is for 


more nationally advertised lines. 
Lou Braden 
Pittsburgh, Pa. 


Helpful Layaway Kits 
Dear Editor: 


We would like to order four 
HARDWARE AGE Layaway Kits. We 
feel you people have done a valu- 
able service to the trade in planning 
and making available these kits. 

We did not become enthusiastic 
until you made it possible to set up 
a simplified system—the probable 
diawback for most of us. 

We will try out your plan in four 
of our seven yards. 

Thanking you, 
A. E. Rose 
Southampton Lumber Corp. 
Southampton, N. Y. 


Dear Editor: 
Please ship the following Mer- 





(Continued from page 46) 


chandising Aids as described in HA 
Oct. 9, p. 91: 90 form No. 2, 5 form 
No. 7, 6 form No. 9, 50 form No. 6, 
5 form No. 10. Our check for $3.50 
is enclosed. 

Thank you for your timely aids 
in merchandising that you publish. 
HARDWARE AGE is required reading 
here in our little operation. 

Very truly yours, 
W. E. Aliyn, Mgr. 
Allyn Hardware Co. 
Jacksonville, Fla. 





Editor’s note: Our apologies go to 
the hundreds of readers, like Mr. 
Rose and Mr. Allyn, who experi- 
enced a delay in receiving the HA 
Layaway Kits they ordered from 
us (See HA, Oct. $, p. 91). We 
thought our first priné order on 
these kits was large enough. But it 
wasn't. We were snowed under with 
orders for the kits. We had to put 
it back on press twice. We are now 
current on shipments. If you 
haven't ordered your kit, there's 
still time to do it. Send $2.40 to 
HARDWARE AGE Reader Service 
Dept., Chestnut & 56th Sts., Phila- 
delphia 39, Pa. You will receive a 
111-piece kit consisting of 100 Lay- 
away tickets, five 84x11 posters 
and six red and white spinners. 





Blackboard lists items 


customers want to sell 


A rear-of-the-store blackboard in 
a rural Wisconsin hardware and 
building materials store shows a 
list of things customers want to 
sell. 

There is no charge to customers 
for listing cows, pigs, chickens, 
farm machinery or home appli- 
ances they want to sell. 

Many customers move to the 
back of the store each time they 
visit it just to see what used farm 
or home equipment is offered and 
by whom. 

Listing of used items often 
makes some customers think about 
buying new equipment of the 3ame 
type from the store. 


HARDWARE AGE, DECEMBER 4, 1958 





MAKE BIGGER PROFITS 
IN PAINT SUNDRIES 


Stock Dexall Producte 


the only complete line of painting and maintenance 
iccessories... delivered to' 

Full 40% profit. . 

Satisfied customers mea 


DEXALL bete Bee ANER — 


neq al a Gg aKkead WILT) 


DEXALL WOft UD BLEACH —t 


y use bDiea 


DEXALL HOLD-TiTE GL 


bn 
$80 
ee Re, Oe ee Me ERE. 0 on 








EARLE STAIN ll 


ails coats 


DEXALL PREPARITE— 


julis enameled and 


atalecialial Saves r 


DEMALL W OOD PATCH: —a 


shrinking paste f 


~~ > Ge ot @ 


DEXALL SUPER peel 
VidKesS Wal di gel dele t di 


apt 


DEXALL GLAZING COMPOL 


P [ . ~ i” > 
pn. Nemains Cla 





DEXALL CAs | COME 


tec 


DEXALL CAULKING GUN 


nstruction. Fits 


SELF-SERVICE 


YOU SAVE MONEY...YOU SAVE TIME...WITH DEXALL MERCHANDISER! 


A single nearby source keeps your low inventory requirements at This complete Dexall depart- 
peak efficiency. Place one order. . . save on freight costs! ment requires only four square 

feet of floor space. Will build 

sales and profits . . . fast . . .in 


DESHLER PRODUCTS COQO., Deshier, Ohio your store. Write now for details. 


distributed by The Sherwin-Williams Co., Cleveland 
Acme Quality Paints, Inc., Detroit + John Lucas & Co., Inc., Philadelphia 
W. W. Lawrence & Co., Pittsburgh * The Martin-Senour Co., Chicago 
The Lowe Bros. Co., Dayton * Rogers Paint Products, Inc., Detroit 
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Boonton Launches 


SALE-PRICED 
GIFT SELLING PACKAG 


for Christmas 


new program biggest ever 


Boonton goes all out to bring you gift volume. For the 
very first time, Boonton offers patterned dinnerware 
at exceptional sale prices—all famous Boontonware 
quality, the big melamine difference your customers 
know about and demand. These are the three most 
preferred patterns in the industry, consumer-tested in 
a nationwide survey. 


45 pc. Service for8...... $39.95 


open stock value $76.05 





A tremendous opportunity for big-ticket profits. 












Biggest Advertising Campaign Ever! 


Powerful 4-color advertisements in top mass con- 
sumer magazines, and newspapers sell these outstand- 
ing specials. 

GUARANTEED AGAINST BREAKAGE 


oonton Ware 


finest of all melamine dinnerware 
BOONTON MOLDING CO.,BOONTON, N. §. 





Killarney 


Sa Fae 


SPECIAL ! 
16 PC. STARTER SET 


Proven best-selling Boontonware Belle 
plus exquisite Gravy Boat 9 5 
Regular Value $17.90 











Axe-shaped sign pulls 
traffic from sidewalk 





A large neon-lighted sign shaped to 
resemble a giant axe tells customers 
where Newland's Hardware in Los 
Angeles is located. Many customers 
say that they first visited the store 
because they noticed the axe-shaped 
sign. When new customers ask over 
the phone for the address of the 
store they are reminded to look for 
the large axe. 


Do-it-yourselfers need 


advice they do not ask 


An Illinois dealer found that 
many do-it-yourself fans were ask- 
ing for the wrong things for some 
jobs they wanted to do. 

This increased complaints, ex- 
changes and return trips which 
irritated some customers. 

Now the store staff tries to find 
out what kind of a project a do-it- 
yourselfer wants to do. 

One customer asked for certain 
type hinges. He said he wanted 
them for a gate and then drew a 
rough sketch of what he wanted to 
build. The dealer showed the cus- 
tomer he was asking for the wrong 
type hardware, and sold him differ- 
ent type hinges. The dealer gave 
further service by suggesting 
changes in the gate’s construction. 

These services made the cus- 
tomer ask questions on other jobs 
he wanted to do, opened the way 
for additional sales. 
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NEW JET FRAME 
¥ 










FITS ALL SIZE 
CONVENTIONAL 


COVERS! 


Covers slide on and off easily, yet fit snugly. Two-point 
suspension keeps cover from freezing on frame. Hi-style 
plastic handle is grooved for better grip. Lightweight, 
well-balanced, less tiring. Easiest frame to clean. New 












ae = 
F sbsiee 





EXTENSION HANDLE 
FEATURE REALLY SELLS! 

Standard mop handle threads 
are up in the handle for added 
strength . . . not in the butt end 


where strain occurs and thread- 
ed joint tends to break or loosen. 


\ 


Lada 






ANN 





Wedded ERE. 


universal size “J ET”’ means less inventory ... more sales. QW 





SELECTA- 
ROLLER 


Displays a com- 
plete line of 7” 
and 9” rollers and 
covers. Turns for 
easy selection. 
Takes only 1 sq. 
ft. of space. 
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NO MESSY CLEAN UP. 
USE TiZ AND a : 
TOSS Away! jiffy. A sell-up item because each job calls for 


several new covers. 





OSTER BRUSH COMPANY - WOOSTER, OHIO 


Everywhere, by the thousands, home decora- 
tors have turned to TiZ as the quick and easy 
‘ way to do a neat home decorating job. Paints 
like magic . . . no lint. Use with all types of 
paint. Two to the package .. . one for walls, 
one for ceilings. Change colors and covers in a 


SAVE 10c 


Special introduc- 
tory offer on new 
JET frame. Cus- 
tomer saves 10¢ 
on purchase of 
any Wooster cov- 
er. Full profit for 
you. Sales helps 
included. 


SAVE 20c 


Complete roller kit 
with 2 Duo-Way 
covers, roller frame 
and regular paint 
trazy .. . all attrac- 
tively packaged. 
Customer saves 20¢. 
Full profit. Feature 
Spring and Fall. 
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Convention Calendar 





tsa nas iti 


conventions shows conferences 






















| 

Aa) 

F , Convention Check List 

SF th "$F ro 

% e For complete details about the conventions listed by dates below use 

; Ask you jobber the alphabetical listing following this quick check list 

= : 1959 2-3 Wisconsin Retail Hardware 
about the RE Ww | déemarg Assn., Milwaukee 


4-6 Ace Hardware Corp., Chicago 2-4 New York State Retail Hard- 


ee 


+ 


ware Assn., Syracuse 


5-7 Minnesota Retail Hardware 4 Connecticut Hordwore Assn. 














j Assn., Minneapolis NE Soe 
4 11-13 Texas Hardwore & Implement oy ay eo ee cee 
r Assn., Dallas Assn., Nashville 
12-14 Western Retail Implement & 8-10 California Retail Hardware 
Hardware Assn., Kansas City, il Cs Ci ai 
Mo. * 
oe 8-10 Our Own Hardware Co. Mer- 
12-16 ——— Housewares Exhibit, chatdian hey end Stach- 
— holders’ Meeting, Minneapolis 
} 18 Massachusetts Hardware Dis- 8-10 Tri-State Hardware & Imple- 
tributors, Inc., Annual Spring ment Assn.. Amarillo, Tex. 
4 a — Summer Show, Cambridge. 8-10 Virginia Retail Hardware Assn.., 
% ass. R I 
$ cit oanoke 
4 18-19 Illinois Retail Hardware Assn., 8-11 Ohio Hardwore Assn. Cleve- 
- Peoria land 
18-19 Louisiane Retail Hardwere 10-12 C. Y. Schelly & Bro. Annual 
: Assn., Baton Rouge Spring Merchandise Show 
2 18-21 Weed & Co., Blue Chip Mer- 10-13 lowo Retail Hardware Ai\ssn.. 
chandise Show, Buffalo, N. Y. Des Moines 
Hi 22-24 Intermountain Assn. of Hard- 15-16 er wee'4 Hardware 
* ci. & Implement Dealers, 15-17 Nebraska Retail Hardware 
% ko, Nev. : 
z Assn., Lincoln 
< 25-26 Bigelow & Dowse Co., Annual 15-17 Kentucky Retail Hardware 
; Spring Show, Needham Heights, Assn.. Louisville 
& Mass. 15-17 Alabama Retail Hardware 
ik 25-27 Hibbard, Spencer Bartlett & Assn., Mobile 
, Co. 6th Annual Merchandise 15-19 Michigan Retail Hardware 
‘ Show & Convention, Evanston, Assn., Detroit 
« it. 16-18 Pennsylvania & Atlantic Seoa- 
Pos 25-27 Pacific Northwest Hardware & board Hardware Assn., Harris- 
Implernent Assn., Spokane burg, Pa. 


25-27 North Coast Retail Hardware 22-23 Mississippi Retail Hardware 


Aan, PONCE: NO. 22-24 sae a Hardwore Deal- 
26-27 American Hardware Supply Co. z ° g 


; Assn., Boston 
Merchandise Fair & Stockhold- = : 
ers’ Meeting, Pittsburgh 22-24 Oklahoma Hardware & Imple- 


ment Assn., Oklahoma City 


epee cc Pe og Re gga, 22-24 Pacific Southwest Hardware 
me peewee sangeet ethene Assn., West Coast Hardware & 
Merchandise Show, Minneapolis Housewares Show, Los Angeles 
26-27 Marshall Wells-Kelley How 22-24 West Virginia Hardware Assn.., 
Thomson Co. Convention Charleston 
29-30 Marshall Wells-Kelley How 24-26 Hardware Assn., of the Caro- 


Thomson Co. Convention 


27-28 Indiana Retail Hardware Assn.., linas, Charlotte 


Indianapolis March 
27-29 Missouri Retail Hardware Assn.. 13D. MM Waiten & Co. Spring 
St. Louis : 


Show, Troy, N. Y. 
8-10 Pacific Southwest Hardware & 

Housewares Show, Phoenix 
8-12 Gift Show, Boston 

a | 9-14 American Toy Fair, New York 

whe Nr en Se February 15-17 South Dakota Retail Hardware 
Ks mere n *s 1-4 Janney, Semple, Hill & Co. An- Assn., Sioux Falls 
nual Retailers’ Conference, Min- 15-17 Florida & Georgia Retail 
neapolis Hardware Assns., Jacksonville 


27-29 Mountain States Hardware & 
Implement Assn., Denver 








x  Season’s Greetings | 
‘ oe " d 
> KELLY-WESTERN SEED 
\y DIVISION 











National Events 


| American Toy Fair, March 9-14, at Hotels, 200 Fifth Ave. and 1107 
New Yorker and Sheraton-McAlpin Broadway, New York. Sponsored by 
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Bakers Dozen! 


Get ready for the big winter market for 
these products which make car, garage and home 
locks work easier, prevent freezing. 


FAST MOVING! PROFITABLE at ALL times — even MORE 


profitable now! To introduce these two new DIXON 
products, for limited time only they will be packed 
13 TO THE DOZEN!!! at REGULAR DOZEN COST! 


Extra BONUS: every Baker's Dozen 
supplied with FREE counter display! 





NEW! Filled with DIXON © 
Microfyne 


Lubricating 

Graphite. New atomizing 

— principle prevents squirting 

<i ed io mor clogging. For locks, tools, 
= hinges, etc. Wont drip, 
| freeze, melt or dry out. 


Regular Packing: — 
12 to display ct 
Baker’s — 
Packi 





—— _ Regular Packing — 12 to ctn, FREE easel display 
. and don’t forget the... scale | a Sa ae 
DIXON CUB GRAPH-AIR GUN Bee 








Millions in use! Filled with famous Dixon Microfyne Lubricating 
Graphite! Polyethylene container won't crack or split in cold 
weather. For all types of locks. Countless other uses around home. 
farm, shop. 


YOUR CHOICE OF TWO PACKINGS! 


A — Packing: 12 in a stand-up or hang-up dispiay. 
C — Packing: 24, loose, in a handsome display carton. 


RSS $.29 each 


Note: Cub Gun available in above packings only. 
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1. 
2. 
3. 
4. 





PACKAGED 
RIGHT 









- 





FOR PROFITS 


THE COMBINED NORTH & JUDD - 
WILCOX-CRITTENDEN LINE 





mail|) 


You get more than just protective pack- 
aging when you specify the combined 
North & Judd-Wilcox-Crittenden Line of 
Industrial and Shelf Hardware. You get 
packaging that helps you sell merchan- 
dise —— increase your profits. 


What’s more, with this line that repre- 
sents two famous brands you get — 


fast-moving items 
high product values 
a wide range of types and sizes 


quality materials, craftsmanship and 
finishes 


merchandise that’s sold through hard- 
ware wholesalers 


Get all the details on this outstanding, 
money-making line from your hardware 
wholesaler. 





NORTH|2JUDD 
Manufacturing Company 


Display Box 
No. 30 Chain 
Repair Link 
Assortment 


















Display Box 
No. 45 
Pulley 

Assortment 


Display Box 
No. 7 
Snap 

Assortment 


New York « Boston ¢ Philadelphia « Atlanta ¢ Buffalo 
om i Detroit « Chicago * Minneapolis « St.Louis * Dallas 
New Britain Connecticut Los Angeles * Sanfrancisco * Seattle * Jackson (Miss.) 









Convention Calendar 





(Continued ) 





Toy Mfrs. of U. S. A.. 200 Fifth 
Ave., New York 10 








National Housewares Exhibit, Jan. 
12-16, Navy Pier and Drill Hall, 
Chicago. Sponsored by National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 

Zapfel, executive secretary. 


Regional Events 


American Hardware Supply Co. An- 
nual Merchandise Fair & Stock- 
holders’ Meeting, Jan. 26-27, at 
company display rooms at 41 Ter- 
minal Way, Pittsburgh 19. 












































Bigelow & Dowse Co., Annual Spring 
Show, Jan. 25-26, at general offices, 
169 “A” St., Needham Heights 94, 
Mess. 





Gift Show, Boston, at Hotel Statler 
and First Corps Cadet Armory, 
March 8-12. George F. Little Man- 
agement, 220 Fifth Ave., New eS 
York 1, N. Y. 


Hardware Assn. of the Carolinas 
Convention, Feb. 24-26. Hotel head- 
quarters, Hotel Charlotte; sessions 
and exhibit, Radio Center Audi- 
torium, Charlotte, N. C. Martin F. 
Kaelke, P. O. Box 6215, Charlotte 
a, m ©. 


| Hibbard, Spencer, Bartlett & Co. 6th 

| Annual Merchandise Show & Cor- 
vention, Jan. 25-27, at company 
warehouse, 2201 Howard Ave., 
Evanston, Il. 


Intermountain Assn. of Hardware & 
Implement Dealers’ Assn. Conven- 
tion, Jan. 22-24. Hotel headquar- 
ters and sessions at Stockmen’s 
Hotel, Elko, Nev. Leon L. Weeks, 
308 Continental Bank Bldg., Boise, 
Idaho. 


| Janney, Semple, Hill & Co., 22-26 S. 
Second St., Minneapolis 1, Annual 

Retailers’ Conference, Feb. 1-4, at 

Leamington Hotel, Minneapolis. 


Marshall Wells-Kelley How Thomson 
| Co. Conventions, Jan. 26-27, Mar- 
shall-Wells Stores Congress; Jan. 
29-30, General Dealer Convention. 
Both conventions at 301 S. Lake 
Ave., Duluth. 


Massachusetts Hardware Distributors, 
Inc., Jan. 18. Annual Spring and 
Summer Show, at Hotel Continen- 
tal, Cambridge, Mass. 





| Mountain States Hardware & Imple- 
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P bite Up) fessty,  pUue Uf? SAL ‘AYTZLL 


MAIL BOXES 
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A A 2 A A 
Ay . _ 7 
— . 


» Never rust, tarnish or need polishing! 


Choice of 5 Color Combinations 


Ne. BG-501 No. BB-502 


Black Lid j Black -Lid 
on Gold Box on Black Box 








Extra-Large Size— pe” oe a es ¥ ——_ — 
13” wide 4 - . i cas ; uminum 
No. GB-500 814,"" high, * A) Gold wal ga 3 Aluminum 
Gold Lid on 63, — deep Bo e 
Black Box : 
eee20200060607 Gi. ©2666 eeeeecaceecoeace eee eeoeoeeeoeee eee eeeoee 
No. 63-700 
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BOXES a Gold Lid on Black Box 
Extra heavy a € ZZ a : N G 5 j Z E 
gauge aluminum. (ieee ae 


Meets govt. specs. |S a " 163%," wide x 814" high x 6%" d 
for No. 1 size. 3 |Ritpy ee pa | V4 4," high x 63%," deep 


lifeti Anodized } | ; ! 
Salebte, ples aot | a susras le Big enough to hold 


ural aluminum. m Permanent es are. ey - 
Packed 6 per Anodized ae fe rg ro st m ag azines i 
carton. brass color a: 


ALBLACK ALBRIGHT ALACROME _ Here's the answer to your cus- 
Permanent Permanent Permanent No. BB-702 tomers demand for a big, roomy 
Anodized Anodized natural Black Lid mail box! Packed 6 per carton— 


black color chrome bright ——- on Black Box all same colors or assorted. 
nis 


M-D MAIL BOX HOLDERS 


Fit all standard rural mail boxes. 
Sturdy. Rust-proof. Easily installed. 










Noe. AA-704 No. 8G-701 No. GG-703 
Anodized Aluminum Black Lid Gold Lid 
Lid on Aluminum Box on Gold Box on Gold Box 


MACKLANBURG 


MACKLANBURG-DUNCAN CO. ,--” 
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Cyclone Hardware Cloth, with the ex- 
clusive welded selvage, has many uses 
for the homeowner, the farmer and the 
contractor, 


Cyclone Flower Bed Border, two types, 
identical in construction to Lawn Fence 
protects plants and shrubs from tram- 
pling and other damage. 
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Extra-high-quality for long life. 


American Barbed Wire, in 7 styles, has 
sharp, well-formed evenly spaced barbs. 





—— 


American Welded Utility Fabric—ideal 
for poultry floors, bins, battery fronts, and 
various other types of enclosures for 
poultry and other small animals. 
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American Galvanized Gates are mace of heavy- 


gauge fabric with sturdy, but lightweight, steel 
tubing frames. In many styles and sizes, all types 
complete with fittings. 

















American Ranger Barbed Wire |s a high- 
strength, low-cost wire. It is available in * 
two- and four-point barbed styies. 









Cyclone Lawn Fence and Gates, in a 
variety of heights and styles, weided or 
woven construction, add protection and 
beauty to home yards. 
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100-Pound Cartons of American Nails 
are strong, sturdy, and can be exposed 
to weather right on the job. 
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American Hex-Cel Poultry Netting, 
with its straight, true weave, is a profit- 
able and popular item to handle. 






homeowners and farmers 
fast sellers now! 


Large quantities of these well-known fence and 
hardware products are used in property improve- 
ment projects at this time of year. You can cash 
in on seasonal building and rebuilding by stocking 
—and displaying—adequate supplies of these fast- 
selling lines. They are famous brands; farmers and 
homeowners will look for them when they come 
to buy. 

For faster, easier sales—stock up on these prod- 
ucts today. Write the nearest American Steel & 
Wire sales office—or American Steel & Wire, 
Rockefeller Building, Cleveland 13, Ohio. 


USS, American, Cyclone, Ranger and Hex-Cel are trademarks 






















American Steel & Wire 
Division of 
United States Steel 


Columbia-Geneva Stee! Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & iron Division, Fairfield, Ala., Southern Distributors 
United States Steel Export Company, Distributors Abroad 
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American Nails and Tacks are made | American Baler Wire is manufactured 
in hundreds of different styles, shapes, in styles to fit most all makes of automatic 
and sizes and in many different finishes balers. it is strong and tough, works 


for a great variety of fastening needs. smoothly and evenly. 
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Stock the one 
all purpose_ 
water seal 





Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood «+ Tile + Stucco « Masonry 
Concrete « Shingles « Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains « Retards dampness 
in basements + Lasts five years 


OUTDOOR USES 
Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 

son distributor. Ask about free perma- 

nent display fixture to speed up sales, 
ave inventory. 


Write for complete information and name of 


¥ distributor nearest you. anes 


FACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 


Merchandise Mart 


A 
MM Sa \ hee 


inMompson Lo 

San Francisco 3, California 
San Francisco * Los Angeles * San Diego *¢ 
l’ortland « Chicago * Seattle ¢ Denver * Dallas 
Houston * St. Louis * St. Paul * Detroit « 
Philadelphia © New York City * Memphis « 
Cleveland * Factory: King City, California 
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Convention Calendar 





ment Assn. Convention, Jan. 27-29. 
Hotel headquarters and sessions at 
Cosmopolitan Hotel, Denver, Colo. 
Francis W. Reich, P. O. Box 73, 
Boulder, Coio. 


New England Hardware Dealers’ 
Assn. Convention, Feb. 22-24. Hotel 
headquarters and sessions, Statler- 
Hilton Hotel; exhibit, Statler-Hil- 
ton Hotel and First Corps of Ca- 
dets Armory, Boston. Chester C. 
Putney, 665 Boylston St., Bos- 
ton 16. 


North Coast Retail Hardware Assn. 
Convention, Jan. 25-27. Hotel head- 
quarters, Heathman Hotel; sessions 
and exhibit, Portland Masonic 
Temple, Portland, Ore. Martin W. 
Danko, Route 12, Box 109, Fife Sa., 
Tacoma, Wash. 


Our Own Hardware Co. Merchandise 
Exhibit and Stockholders’ Meeting, 
Feb. 8-10, at general offices at 618 
N. 3rd St., Minneapolis. 


Pacific Northwest Hardware & Im- 
plement Assn. Convention, Jan. 2)5- 
27. Hotel headquarters and _ ses- 
sions at Davenport Hotel, Spo- 
kane, Wash. J. Malcolm Smith, 
303 Empire State Bidg., Spokane 
1, Wash. 


Pacific Southwest Hardware Assn. 
West Coast Hardware & House- 
wares Show, Feb. 22-24, Western 
Exhibit Center, Los Angeles; Hard- 
ware & Housewares Show, March 
8-10, State Fair Ground and In- 
dustrial and Agricultural Bldgs., 
Phoenix, Ariz. Otto H. Grigg, 1519 
S. Garfield Ave., Los Angeles 22. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Feb. 
16-18. Hotel headquarters, Penn- 
Harris Hotel; sessions and exhibit, 
Farm Show Building, Harrisburg, 
Pa. J. Wayne Tisdale, 123 S. 3rd 
St., Harrisburg, Pa. 


C. Y. Schelly & Bro., Inc., 448 N. 16th 
St., Allentown, Pa., Annual Spring 
Merchandise Show, Feb. 10-12, at 
Allentown Fairgrounds Agri- 
cultural Exposition Building. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 8-10. Hotel 
headquarters, sessions and exhibit 
at Herring Hotel, Amarillo, Texas. 
R. B. Allen, 1408 4th Ave., Canyon, 
Texas. 


(Continued ) 


United Hardware Distributing Co.., 
243 N. 2nd St., Minneapolis 11, An- 
nual Convention and Merchandise 
Show, Jan. 26-28, at Minneapolis 
Auditorium. 


Western Retail Implement & Hard- 
wood Assn. Convention, Jan. 12-14. 
Hotel headquarters, Hotel Presi- 
dent; sessions and exhibit, Munici- 
pal Auditorium, Kansas City, Mo. 
J. Keith Melvin, 638-40 W. 39th St.., 
Kansas City 11, Mo. 


J. M. Warren & Co., 245 River St., 
Troy, N. Y., Spring Show, March 
1-3, at Troy, N. Y. 


Weed & Co., Blue Chip Merchandise 
Show, Jan. 18-21, at company ware- 
house, 95 Swan St., Buffalo, N. Y. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 15-17. Hotel head- 
quarters and sessions at Admiral 
Semmes & Batte! House Hotels; 
exhibit, Admiral Semmes Hotel, 
Mobile. Charles Giles, 409 N. 23rd 
St., Birmingham 3. 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 15-16. Hotel head- 
quarters, Marion Hotel; sessions 
and exhibit, Robinson Auditorium, 
Little Rock. Tom R. Pinckney, 402 
Rector Bldg., Little Rock. 


California Retail Hardware Assn. 
Convention, Feb. 8-10. Hotel head- 
quarters, Hotel Whitcomb; sessions, 
Hotel Whitcomb & Civic Auditor- 
ium; exhibit, Brooks Hall & Civic 
Center, San Francisco; Krueger B. 
Jacobsen, 122 9th St., San Fran- 
cisco 3. 


Connecticut Hardware Assn. Conven- 
tion, Feb. 4. Hotel headquarters 
and sessions, Bond Hotel, Hartford. 
Russell V. Carlson, Village Hard- 
ware Store, Inc., New Milford. 


Florida & Georgia Retail Hardware 
Assns. Joint Conventions, March 
15-17. Hotel headquarters, sessions 
and exhibit at George Washington 
Hotel, Jacksonville, Fla. William W. 
Howell, P. O. Drawer 1000, 1640 
Plant Ave., Waycross, Ga. 


Georgia & Florida Retail Hardware 
Assns. Joint Conventions, March 
15-17. Hotel headquarters, sessions 
and exhibit at George Washington 
Hotel, Jacksonville, Fla. William 
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Now... Bethlehem Nails in 
both 80 -lb and lOO- 6 cartons 


Bethlehem’s new 50-lb nail carton offers added sales 
opportunities to you. Smaller users of nails will wel- 
come this new package size, while your larger cus- 
tomers will find the 50-lb carton a handy unit to 
distribute around the job. 

The new 50-lb carton is attractively designed and 
can be easily stacked in your stockroom so that all 
pertinent information is readily visible. Like the 100- 
pounder, the smaller package is made of three-ply 
corrugated fibreboard and weather-proof glue to assure 
its survival :n wet weather. 


BETHLEHEM 


In either carton size, Bethlehem nails are available 
in a complete range of sizes and finishes—bright, 
blued, cement-coated, galvanized. In addition, Beth- 
lehem can make prompt deliveries on other profitable 
items: staples, barbed wire, farm fence, steel fence 
posts, baling wire, merchant wire, bolts and nuts, 
and galvanized sheet steel roofing. A phone call 
to our nearest office will bring you full details. 


BETHLEHEM STEELCOMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products ore sold by Bethlehem Pacific Coast Steel 
Corporation, Export Distributor: Bethlehem Steel Export Corporation 
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for those who want to sell 


the Very finest 
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mowers - tillers - riders 
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absolutely the 
finest in 


Guaranteed Quality 
Striking New Eye Appeal 
Unequalled Dollar Value 
Newest Design Selling Features 
Outstanding Promotional 
Programs... yet 
competitively priced ! 


lf quality products 
and service are your 
motto... then you'll want 
to sell YARDSMITH. The same 
precision craftsmanship built into 
SHOPSMIiTH and Magna indoor power tools 
are now yours in YARDSMITH—the very finest 
in outdoor power tools. And there’s the same fine 
promotional assistance, time payment plan and other 
sales helps to keep your YARDSMITH sales rolling. 


Don't sign with any line until you hear the full 

YARDSMITH franchise story from your SHOPSMITH 
salesman. This franchise program offers one of 
the most liberal profit potentials you've ever seen. 
Write or phone at once for appointment and new literature. 


YUBA POWER PRODUCTS, INC. 
828 EVANS ST., CINCINNATI 4, OHIO 
A Subsidiary of 
YUBA CONSOLIDATED INDUSTRIES, INC. 
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W. Howell, P. O. Drawer 1000, 1640 
Plant Ave., Waycross, Ga. 


Illinois Retail Hardware Assn. Con- 
vention, Jan. 18-19. Hotel head- 
quarters and sessions at Pere Mar- 
quette Hotel, Peoria. William F. 
Ewart, 1451 Merchandise Mart, Chi- 
cago 54. 


Indiana Retail Hardware Assn. Con- 
vention. Jan. 27-28. Hotel head- 
quarters and sessions at Sheraton- 
Lincoln Hotel, Indianapolis. W. J. 
Sheely, 4120 N. Keystone St., In- 
dianapolis 5. 


Iowa Retail Hardware Assn. Con- 
vention. Feb. 10-13. Hotel head- 
quarters, Savery Hotel; sessions 
and exhibit, Veterans Memorial Au- 
ditorium, Des Moines. Philip R. 
Jacobson, 520 W. 35th St., Des 
Moines 12. 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 15-17. Hotel head- 
quarters, sessions and exhibit at 
Kentucky Hotel, Louisville. Edward 
Keiley, 501 Republic Bldg., Louis- 
ville 2. 


Louisiana Retail Hardware Assn. 
Convention, Jan. 18-19. Hotel head- 
quarters, sessions and exhibit at 
Capital House Hotel, Baton Rouge. 
David O. Mansfield, P. O. Box 1696, 
Jackson 5, Miss. 


Michigan Retail Hardware Assn. Con- 
vention, Feb. 15-19. Hotel head- 
quarters and sessions at Statler- 
Hilton Hotel, Detroit. Third An- 
nual Kollege of Product Knowledge 
included. Harold W. Schumacher, 
1916 Michigan National Tower, 
Lansing 8. 


Minnesota Retail Hardware Assn. 
Convention, Jan. 5-7. Hotel head- 
quarters, sessions and exhibit at 
Leamington Hotel, Minneapolis. C. 
J. Christopher, 3033 Excelsior Blvd., 
Minneapolis 16. 


Mississippi Retail Hardware Assn. 
Convention, Feb. 22-23. Hotel 
headquarters, sessions and exhibit 
at Heidelberg Hotel, Jackson. David 
O. Mansfield, P. O. Box 1696, Jack- 
son 5. 


Missouri Retail Hardware Assn. Con- 
vention. Jan. 27-29. Hotel head- 
quarters, sessions and exhibit at 
Chase Hotel, St. Louis. Fred H. 
Boemer, 2311 Hampton Ave., St. 
Louis 10. 
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| Nebrasks Retail Hardware Assn. 
Convention, Feb. 15-17. Hotel head- 





REMARKABLE ecewe 
RIGID PLASTIC PIPE! 


* Higher Tensile Strength 

















* Higher Heat Resistance 
N 






Ol FIELDS 2am! 





MADE OF 


YCOLAC® & 


ABS TYPE Il 
Thermoplastic Resin 
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eee 
cr 


(NSF APPROVED) ~~ 


New Thermoplastic Resin from BORG-WARNER 


2) ea 


Now there are two types of ABS rigid 
plastic pipe made of Cycolac, the tough 
thermoplastic. The original Borg-Warner 
Cycolac L ABS Type I resin has already 
proved its worth in scores of applications 
from coast to coast. 

The new Cycolac C ABS Type II resin 
offers increased tensile strength, greater 


heat resistance and other important ad- 
vantages over metal. Among these are 
light weight, ease of installation and pro- 
tection against corrosion. 

To users of pipe, Cyclolac C offers 
superior service over a greater range of 
temperatures with increased chemical 
resistance. 


WRITE FOR NAME OF YOUR NEAREST CYCOLAC EXTRUDER 





SYNTHETIC RESINS 
HARDWARE AGE, DECEMBER 4, 1958 


PACESETTER IN 


Marbon 
CHEMICAL 





DIVISION of BORG-WARNER 


WASHINGTON, W. VA. @ GARY, INDIANA 


also represented by: 

WEST COAST: Harwick Standard Chemical Co., Los Angeles, Cal. 
CANADA: Dillons Chemical Co. Lid., Montreal & Toronto 
EXPORT: British Anchor Chemical Corp., New York 



































the BIG name 
in Gun Cleaning 





GUN CLEANING 
ESSENTIALS 


Outsell abl others! 


Display them prominently 


HOPPE’S products walk off with 
the top scores in both sales and 
profits in every state in the 
nation! Long-established user 
acceptance and trust . . . plus 
consistent national advertising 

.. Keeps HOPPE the BIG name 
in gun cleaning. Display HOPPE 
products “up top” and “out 
front” . . . watch your sales 
scores go up! 


FRANK A. HOPPE, INC. ' 
2314-A N. 8th St., Phila. 33, Pa. 


ASK YOUR JOBBER 


| FOR HOPPE’S 


MECHANICS’ TOOLS and 
HARDWARE SPECIALTIES 


DO YOU SELL THESE 
JOHNSON SCRAPERS? 

























Cater to the impulse buyer and win extra profits 
with this big, bright exhibit of hooks for bathroom, 


closets, hallway and kitchen. New display of beauti- Double 
fully finished, chromium plated aluminum hooks Wood 
sparkles against a rich, blue background, catching Handles 

Riveted 


the eye of everyone who comes near it. Display 
including $1.40 worth of hooks is free! You pay only 
for the hooks inside the display case. 





Forged Steel Blade 4'4"' wide x I'/,"" Hardened and then Tempered. 
Beveled on the outside moking it very handy for sharpening. 


Ask for Display No. AL 6600-26--Holds 8 Doz. CHROMIUM PLATED 











QUANTITY | HOOK No. | PROJECTION 















HEIGHT LIST PRICE No. 
12 only | AL 6650-26 1-4" 1-4” 25 each 304 



















Plumbers scraper 
or shave hook. 


Furnished with oval, half oval or triangle blades. Blades are 
removable by means of a set screw. 












24 only 
12 only 
24 only 
24 only 


AL 6651-26 1-%" 
2-4" 
4" 
3" 


1-34" 
2" 
1-4” 
2-44" 


Every hook is individually packaged with screws in 
transparent polyethylene bag. 


25 each 























AL 6652-26 .30 each 








AL 6655-26 





30 each 














No. 
274 





AL 6660-26 










.30 each 













A scraper that can used on both sides for metal and wood. 
The ona blade is Pag wide. The other end 1%'' wide hardened 
and tempered and can be sharpened very eosily. Write for Prices. 


SAFE PADLOCK AND HARDWARE CO. GUARANTEED © SINCE 1830 
oe WELLE Am JOHNSON INC. 


NNER A KENT STREETS NEWARK 













Order from your Jobber 
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quarters and sessions, Cornhusker 
Hotel; exhibit, Pershing Municipal 
Auditorium, Lincoln. Frank Cap- 
alino, 325 Insurance Bldg., Lin- 
coln 8. 


New York State Retail 
Assn. Convention, Feb. 2-4. Hotel 
headquarters and sessions, Hotel 
Syracuse; exhibit, Onondaga County 
War Memorial, Syracuse. Nicholas 
H. Kiley, Hills Bldg., Syracuse 2. 


Hardware | 
| 


Ohio Hardware Assn. Convention, 
Feb. 8-11. Hotel headquarters and 
sessions, Hotel Cleveland; exhibit, 
Public Auditorium, Cleveland. John 
B. Conklin, 1540 W. Fifth Ave., 
Columbus 12. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 22-24. Hotel 
headquarters and sessions, Hotel 
Oklahoma Biltmore; exhibit, State 
Fair Grounds, Oklahoma City. Wil- 
liam B. Ruxlow, 515 Midwest Bldg., 
Oklahoma City. 


South Dakota Retail Hardware Assn. 
Convention, March 15-17. Hotel 
headquarters, Hotel Cataract Sher- 
aton; sessions, Convention Hall; ex- 
hibit, Coliseum, Sioux Falls. H. T. 
Benson, 2108 S. Western Ave., 
Sioux Falls. 


Tennessee Retail Hardware Assn. 
Convention, Feb. 8-9. Hotel head- 
quarters, Andrew Jackson Hotel; 
sessions and exhibit, Fairgrounds 
Coliseum, Nashville. Charles G. | 
Brown, P. O. Box 784, Nashville. | 


Texas Hardware & Implement Assn. 
Convention, Jan. 11-13. Hotel head- 
quarters and sessions, Statler-Hil- 
ton Hotel; exhibit, Dallas Memorial 
Auditorium, Dallas. Ray M. Souder, 
1108 Gibralter Life Bldg., Dallas 1. 


Virginia Retaii Hardware Assn. Con- 
vention, Feb. 8-10. Hotel head- 
quarters, sessions and exhibit at 
Hotel Roanoke, Roanoke. G. _T. 
Omohundro Jr., Scottsville. 


West Virginia Hardware Assn. Con- 
vention, Feb. 22-24. Hotel head- 
quarters, sessions and exhibit at 
Daniel Boone Hotel, Charleston. 
James C. Fielding, 1628 McClung 
St., Charleston 1. 


Wisconsin Retail Hardware Assn. 
Convention, Feb. 2-3. Hotel head- 
quarters and sessions at Plankinton 
Hotel, Milwaukee. H. A. Lewis, 





Stevens Point. 
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THE DESMOND-STEPHAN MFG. 


a 


‘SELL 


The ‘do it yourself”’ 
vise with industrial 
quality features 






At competitive prices 
there's only one vise line 
that gives you these top-quality 
selling features in every vise 
in the line: 

steel channel slide 

enclosed screw 

shoulder-fit jaw inserts 
cut-off tool 

pipe jaws 

one-piece no-pinch hondle 


Jaw widths: 3”, 3,", 4°, 5” 
for various needs of shop, farm, 
garage, school, or home. 
On top of all this, 
Desmond gives 

you replaceable 
hardened steel 

pipe jaw inserts 





in the two large sizes. 


LEADING HARDWARE DEALERS aie EXTRA VALUES IN 


coO., URBANA, OHIO 


Use handy coupon to obtain facts 
on the new Desmond-Simplex 
Vise Display Deal. 


THE DESMOND-STEPHAN MFG. CO., 
Please send me full details on the new Vise Display Deal. 


Name 


URBANA, OHIO 





Firm 





Address 













(ate 


5 hey mmr tr 





OUFKIN 


everything you need in tapes 
and rules from one source 


Here’s what one-source buying does for you: 


@® simplities ordering 
You get your complete stock of best-selling tapes and rules 
from a single supplier. 


€ Cuts down inventory 


And bookkeeping, too! One supplier .. . one line. . 
one set of records — order as you need! 


© organizes store space 


Keep all your measuring items in one section ... under one banner 
easily identified by the customer ... under a name he knows and trusts. 


Xr-46 WOOD RULES 
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Mee OE 




















i.e a complete line for ’‘S9 
packaged to sell 








new "“space-saver” packaging shouts 
for attention, sells the impulse buyer. 


Compact, new packages feature the name customers know: 
Ps Easy to display 

Hang them on pegboard, stack them in counter bins. They’ll make 
your selling job easier. 


© More profit per square inch 
New space-saver packaging gives you the most sell 
in the least possible space. 


$ Faster turnover 

Your customers can see the merchandise and try it without removing 

it from the package! Selling points are prominent on each package. =a 
Your sales go up when you stock and display Lufkin tapes and rules. 





MEZURMATIC 
o-4 -) a - 1 0) ee) ad BANNER TAPE -HW2223 
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RULE COMPANY 
TAPES + RULES + PRECISION TOOLS 
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WHAT’S NEW 








(Continued from page 15) 


Steel table for jig saws 


With this 15 x 16-in. steel table 
Thor’s new model 440 and 441 port- 





able electric jig saws can be con- 
verted to stationary table jig saws. 
The portable jig saw can be in- 
verted and placed beneath, with 
blade projecting upward through 
an opening in the table surface. 
The table has a rip guide and miter 
gage. Saw lists at $39.95 for No. 
441 jig saw and $29.95 for model 
440. Table lists at $12.95. Thor 


Power Tool Co. 
For more data circle No. 13 on postcard, p. 69 


Switch with locator light 
This single pole, 3-way push- 
button A-C switch has built-in lo- 





cator light to appeal.to housewives, 
nurses, factory workers and others 
who frequently turn switches on 
or off while arms are full. Switches 
fit standard wall boxes and take 
standard wall plates. Neon light 
in push button makes it easier to 
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locate switches in darkened rooms 
and to tell whether light it con- 
trols is on or off. General Electric 
Co., Wiring Device Div. 

For more data circle No. 14 on postcard, p. 69 


Aluminum lawn edging 


Two sizes of this top quality alu- 
minum lawn edging are priced to 
build store traffic. This heavy 
gauge corrugated metal edging 
comes in coils packed in special 
carry-home wrappers with handle. 
The edging is made of Scovill 
Truspec Aluminum in six sizes 
from 4 in. x 13 ft to 8 in. x 30 ft. 





Sizes 4 in. x 13 ft and 4 in. x 30 ft 
are the specially priced items. Sco- 
vill Mfg. Co. 


For more data circle No. 15 on postcard, p. 69 


1959 water sport accessories 


The 1959 line of Tapatco water 
sports and outdoor equipment is 
fully illustrated and described in a 
24-page, three-color catalog now 
available. There are over 130 prod- 
ucts in the group including: plastic 





foam vests (shown), slalom water 
skis, boating cushions, polyethyl- 
ene or yacht manila rope and 
many others. American Pad & 
Textile Co. 


For more data circle Neo. 16 on postcard, p. 69 


Self-propelled rotary mower 


Homeowners who like a self- 
propelled rotary mower will want 





this 2l-in. unit powered by a 4- 
cycle, 24%-hp Briggs & Stratton en- 
gine. Slight lowering of handle 
disengages drive, makes it easy to 
cut under shrubs and close to trees. 
Deep-cut self-cleaning splines give 
positive friction drive. Vac-U-Lift 
inner ring creates strong lifting 
action to r:.ise and hold grass for 
extra-clean cutting, then whirls 
cuttings to re-cut them into a fine 
mulch. E. T. Rugg Co. 


For more data circle No. 17 on postcard, p. 69 


Decorated waste baskets 


Women who want decorated, un- 
breakable plastic waste baskets will 





buy these easily cleaned baskets. 
Modern designs include tarnish- 
proof gold or chrome metallic leaf 
in a variety of shapes and sizes. A 
15-qt siz , 12%-in. high lists at 
$2.29 with pinwheel embossed de- 
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Take an x-ray look into 


GOULDS NEW 
MULTI-STAGE PUMP 


Special refinements inside this brand new multi- 4. Lower bearing is protected against sand and 
stage pump protect your profits after the sale. other well water abrasives. 

Goulds new Series R deep-well pump requires 
less servicing on the job due to these special built- 
in features: 



















5. Safe motor loads permit continuous use without 
burnout. 


Four units of 24, 1, 144, and 2 HP are built with 
2 to 4 stages. Get capacities up to 930 GPH, pres- 
sures up to 115 lbs for well depths to 300 ft. Get all 
the details by checking with your Goulds distrib- 
utor, or write: Goulds Pumps, Inc., Dept. HA-128, 
3. 3-way base helps you install it easily and quickly. Seneca Falls, N. Y. 


1. It converts easily and quickly to the most efficient 
pumping range. 
2. Ball thrust bearing and flexible coupling keep it 


in perfect alignment permanently. 
























PERMANENT ALIGNMENT 
Ball-bearing construction and flexible cou- 
pling provide permanent alignment in 
pump, assuring longer seal and bearing life. 





CONVERTS EASILY, QUICKLY 
For any pressure—20-40 lbs standard to 60- 
80-100 lbs or more depending on size—just 
adapt discharge stage to required position. 











PROTECTED 
LOWER BEARING 


Leaded bronze bearing is fully protected 
against sand and other well water abra- 
sives. Can save you a service call. 





dl 





EASY TO INSTALL 
5 tappings for well pipes permit fast and 


easy over-the-well or offset installations— 
eliminates need for extra pipe fittings. 





GOULDS PUMPS, INC. 
Main Office and Works 
Dept. HA-128, Seneca Falis, N. Y. 
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WHAT'S NEW 








sign in gold on stardust yellow, 
pink, blue, spring yellow, petal 
pink, star turquoise. It is also 
offered in chrome on apple red. 


Columbus Plastic Products, Inc. 
For more data circle No. 18 on postcard, p. 69 


Springless gluing clamp 
Automatic, positive locking ac- 
tion without springs or levers is 


' 








a feature of this gluing clamp. The 
clamp locks automatically when 
pressure is applied to the face, and 
releases when pressure is removed. 
Jaws, mounted on 34 in. pipe, are 
1%, in. high. Clamping span is 
limited only by length of pipe. 
Standard Hardware Co. 


For more data circle No. 19 on postcurd, p. 69 


Walking power mower line 


The 1959 Springfield walking 
power mower line comprises two 
19-in. and one 22-in. unit. The 
19-in. Special has a 2% hp Clin- 
ton 2-cycle engine, recoil starter 
and lists at $64.95. The 19-in. 





Super, list $79.95, is offered with 
2.75 hp Clinton or 2.25 hp Briggs 
& Stratton engine, plus E-Z Reach 
controls. The 22-in. Sovereign, list 
$89.95, is offered with Clinton or 
B & S engines in 3 hp with E-Z 
Reach controls. Each has side ex- 
haust, adjustable handles, leaf 
mulcher attachment and suction- 
lift blade. Quick Mfg. Inc. 


For more data circle No. 20 on postcard, p. 69 


Six-piece auger bit set 


Here’s a six-piece auger bit set 
offering a wide range of the most 
popular sizes. Greenlee 22, solid- 
center auger bits in this set are: 
Y,, 3%, Ye, %, % and 1-in. sizes in 
a permane;t metal tool rack for 
the workbench. Retails at $7.60. 
All bits are machined and polished 
for smooth boring. Screw points 
are milled deep to give nonslip 
feed. Sets are individually pack- 





aged in three-color, clear-top dis- 


play carton. Greenlee Tool Co. 
For more data circle No. 21 on postcard, p. 69 


Nails won't bend or break 


These two types of nails won’t 
bend or break in proper applica- 
tion and provide several times the 
normal holding power. Available 
for do-it-yourselfer and builders. 
They are available in blued, coated, 
galvanized or bright finish. Both 
are designed for tough jobs where 
vibration and impact are vital fac- 
tors. The Amering nail comes with 
24 complete rings per inch. The 
Screw-Shank nail features a screw 


spiral and holds like a_ screw. 
American Steel & Wire Div., U. S. 
Steel Corp. 


For more data circle No. 22 on postcard, p. 69 





Fast setting all-‘round glue 


Here is a fast setting, all-pur- 
pose glue with excellent adhesion 


ee NE MAGE 1 Oe 


to wood, cloth, paper and other por- 
ous surfaces. This newest Krylon 
product comes in a 4-oz plastic 
squeeze bottle at 59¢. Bottle color- 
ing and design identify it with the 
established Krylon spray coatings 
line. Applicator spout on the bottle 
is protected by a removable cap. 
Krylon, Ine. 


For more data circle No. 23 on postcard, p. 69 


Small-sized lawn roller 


This Ohio lawn roller is a 
smooth-running model designed for 
the suburban lawn. Drum is 14 in. 
in diameter, 20 in. long, weighs 30 
lb empty and 125 Ib filled with 
water. The filling plug is non- 
rusting brass and roller is equipped 
with self-cleaning adjustable 
scraper blade. Rollers are painted 








two-tone orange and green. Ohio 


Machine Products, Inc. 
For more data circle No. 24 on postcard, p. 69 


(Continued on page 72) 
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Be sure to write name 
and address on post card. 
Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 





A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 


get you all the information you need, quickly. 
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PERMIT NO. 36 


New York, N. Y. 








BUSINESS REPLY CARD 


No postege secessary if mailed in the United States 
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Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 
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Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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What it is... How it works 


HARDWARE AGE than in any other magazine. 


under the individual item description. 


will be sent you on each item. 


























Postcard valid 8 weeks only. After that use own letterhead fully describing Item wanted. 12/4/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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HARDWARE AGE 
Post Office Box 60 
Village Station 

NEW YORK 14, N. Y. 
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Here is Your Quick Check Card 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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New Creations of 
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UMOTMA, HARDWARE 
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"6. Co 0. 21 
* —) 
- " ¥ # - Automatic 
% Gate Latch 






No horizontal 
stile required 


4 








No. 22 
Automatic 
Gate Latch 





Homeowners will show keen buying interest in these 
latest designs of hardware, styled for modern kitchens. 
No. 465 Cabinet Hinge and No. 128 Swing ‘n Stay 
Hinge for single and double swinging doors are 
exceptional because of their freedom of action and 
simplicity of operation. 


Two new ideas in Automatic Gate Latches are here 
illustrated. No. 21 and No. 22 are made entirely of 
steel and finished in Zinc or Bonderized Dead Black. 
Latches automatically and releases by using latch 
lever. Thumb piece on latch lever is an exclusive fea- 
ture. Latches serve for gates, swinging barn doors, 
cellar doors, Dutch doors and animal coops. 














New designs but built with the 
same old traditional high quality 


VIIA MANUFACTURING COMPANY : Sterling, Illinois 
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WHAT'S MEW 


(Continued from page 68) 





General purpose towing chain 


Designed primarily for the hard- 
ware trade, this general purpose 
towing chain is made of long-last- 
ing lightweight chain with grab 
hook at each end. Packaged in 
bright yellow self-display carton. 
Suggested for promotion as a 
driveway barrier, tool guard, auto 





trailer chain, etc., in addition to 
use as towing chain. McKay Co. 
For more data circle No. 25 on postcard, p. 69 


Folding barbecue cart 


People who like outdoor enter- 
taining will want the Bar-B-Cart 
with two removable serving trays. 
It has six-inch rubber-tired steel 
wheels on front legs and three-inch 
swivel casters on back. Two re- 
movable trays measure 16 x 26 in. 
and are of open mesh construction 
with solid frames. Removable glass 
holders will accommodate eight 
glasses. A custom-fit hardwood 
cutting board can be used on cart 





or lifted out. Selling price is under 
$20. Arvin Industries, Inc. 
For more data circle No. 26 on postcard, p. 69 
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Refillable fire extinguisher 


This Little Giant fire extin- 
guisher weighs only 13.5 oz but 
puts out stubborn fires, flaming 
gasoline, grease, paint and electri- 





cal fires. The non-poisonous chemi- 
cals can be used as needed, never 
deteriorates and needs no periodic 
inspections. Its casing is solid 
brass. The $3.95 unit is refilled 
by the dealer or factory at nominal 
cost. Also handy for drying igni- 
tion systems. Astoria Mfg. Co. 


For more daia circle No. 27 on postcard, p. 69 


Clear plastic water tumblers 


Housewives, especially those with 
youngsters, will be customers for 
these sturdy clear plastic tumblers 
available in 5 and 9 oz sizes. The 





cymac plastic tumblers come four 
to a bag at 39¢ and 59¢ per set. 
Individual items sell at 10¢ and 
15¢. A. C. Martinelli-Rogers Plas- 
tic Corp. 

For more data circle No. 28 on postcard, p. 69 


Replacement washer hose 


Customers with automatic wash- 
ing machines will want this Plasti- 
King washing machine hose which 
fits on all standard thread water 
faucets. It resists hot water action, 
































has a bursting pressure of 850 lbs 
per sq in. and is available in 5, 6 
and 8-ft lengths, grounded (hot 
and cold) and non-grounded. Cleve- 
land Rubber & Plastic Co., Div., 
Beacon Mfg. Co. 


For more data circle No. 29 on postcard, p. 69 


Magnetic cabinet catches 


Styled for furniture and cabinet 
makers, these magnetic catches are 





; ee pa Foyt 
8 gy. 
, Ainbiphig sos 
aes. 
~ 5 Mig, aia GOS rhea. 


mounted in rigid polyethylene 
cases. Floating action overcomes in- 
stallation misalignment. The 
eatches are designed for universal 
application and to mount easily and 
quickly. In beige or other colors on 
special order. Engineered Products 
Co. 


For more data circle No. 30 on postcard, p. 69 


Wheeled spraying unit 

Easy pumping and nothing to 
carry are features offered by this 
Easy Pump Stroll ’N Spray garden 
spraying unit. The compact sprayer 
carries spray solution in a wheeled 
tank that rolls behind the user. 
Pressure is built up easily by mov- 
ing the towing handle. There are 
two other units in the Stroll ’N 
Spray line and all are finished in 
cream-white and black enamel with 
red wheels and red plastic handle. 
Conventional pump models come in 
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SWING-A-WAY HAS EVERYTHING YOU WANT! 


The quality you want: SWING-A-WAY is rated first in quality and value by America’s foremost 
testing laboratory. 7he sty/e you want: SWING-A-WAY is as fresh as tomorrow...today. Dra- 
matic, new styling assures sales success. Jhe price you want: SWING-A-WAY is priced right 
for fast turnover. It’s the worth-more product that costs less. /he protection you want: 
SWING-A-WAY is backed by a 5-year guarantee that protects both your customers and you. 


Why not put these selling advantages to work for you? . At) 
You can sell more, make more with SWING-A-WAY! HN y 











AUTOMATIC 
CAN OPENER from $4.49 





. 


WALL 
ICE CRUSHER from $7.96 





AUTOMATIC ELECTRIC CAN OPENER AND KNIFE SHARPENER $27.95 


SWING-A-WAY MANUFACTURING CO., 4100 BECK AVE., ST. LOUIS 16, MO. @ IN CANADA: FOX AGENCIES, PORT CREDIT, ONT. 
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NOW...MAKE UP 10 21.7% 
EXTRA PROFIT ON EVERY 
LIGHT BULB YOU SELL 


with New Westinghouse 
Eye Saving White bulbs 




















Nation-wide sales figures prove it! New Shape Westing- 
house Eye Saving White bulbs are the biggest sales and 
profit-builders in light bulb history. Bigger sales— because 
consumers prefer their modern shape and built-in glare- 
protection. Bigger profits—because you make 21.7% 
extra profit on every 100-watt bulb you sell. For any 
dealer, that’s at least $3.00 more per case! 








Dealer demand is unprecedented, so order your stocks of 
60- and 100-watt bulbs now. Colorful cases, streamers and 
displays come free with your order. Call your local au- 
thorized Westinghouse Lamp Agent or write Westing- 
house Lamp Division, Bloomfield, N. J. FREE DISPLAYS: Specify the display of your choice when 


you order... giant pennant kit, eounter display. kit, 
illuminated demonstrator, floorstand merchandiser. 














HARDWARE STORE: “‘... sales of all bulbs are 
up 80% since we put up our display” selling old style better than two to one.”’ new shape bulbs inthe first three weeks.” ah 





.. . 8old 14 cases of the 


74 HARDWARE AGE, DECEMBER 4, 1958 




















Westinghouse 
EYE Savin 
WHITE LeuY Seuas 


you CAN BE SURE...iF is 


1% Westinghouse 


DRUG STORE: *. .. put new life in my light bulb business. WATCH “WESTINGHOUSE LUCILLE BALL-DESI ARNAZ SHOWS’ 
Now selling half again as many bulbs of all kinds.” CBS TV MONDAYS 
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13 SIZES AVAILABLE 
Diometer 


io ae 


DRILL HIDLE 

Same diatneter as an- 
chor. Depth should be 
length of anchor less 
thickness of fixture. 





INSERT ANCHOR 
Through fixture and tap 
it into masonry flush 
against the fixture. 





PLACE NAIL 

Into anchor and ham- 
mer nail until fully in- 
serted, 





Dept. H, 


The fully inserted nail | 


will expand the anchor 
and fasten the fixture’ 
firmly and neatly to 
the masonry. 


DISTRIBUTORS: 


This Advesement Appeans Publications 
p —_ 


to Your Customers 








ANCHOR 


For All Masonry 
(RUST PROOFED) 





- ed ‘ ; 


ARRO EXPANSION BOLT COMPANY 


P.O. Box 388, Marion, Ohio 





3 and 6 gal capacities. Universal 
Metal Products Co. 


For more data circle No. 31 on postcard, p. 69 


Clip-on aluminum header trim 


This clip-on aluminum header 
trim set is for by-passing sliding 
doors. Smartly styled fascia to be 
sold separately, the No. 2813 header 
trim reduces inventory by convert- 

| ing any Stanley No. 2800 sliding 
| 








door hardware set into built-in 
| header trim sets. Sets priced from 
| $1.65 for 4-ft to $3.05 for 8-ft size. 
| Stanley Hardware, Div. Stanley 
Works. 


For more data circle No. 32 on postcard, p. 69 


Lightweight well seal 


Taperlok well seals can be used 
on any water well to protect against 
surface water impurities. Seal is 
of one-piece high-density polyethy]- 
ene body and zinc plated steel. Us- 
able for shallow or deep wells and 
with submersible pumps. It resists 
corrosion, won’t deteriorate and 
meets most city and state codes. 
The same maker has also added 
U-brand dielectric unions to its 
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ANNOUNCING 
AMES NEW... 





INSERT 
HANDLE 


Fits all hollow 
back shovels. . 
spades and 


#3L 











i i nee swat My, 








EZY repair handles follow * ZB 
the curve of all Hollow Z 
Back Shovels, Spades . => 
—— 
or Scoops. The secret is S 
a ae Uy ww 
in the split sawing which 


makes the end flexible. It will — OT UO AULT Yue mgt tect \ \S 
easy “as is” but the job is made still easier by — 


1. Soaking in hot water — 2. Applying oil or soap. 















Just knock the old handle out and 


drive the new one, (as illustrated) 












on any hard surface. In the case ; 
Truly the answer to reducing 


and simplifying your repair 
handle stock. Your distribu- 
tor should have it — ask 
him about Ames “Drive-Ezy” 
handles. 


of a short handle, be sure to pro- 
tect the end of the D with a 
cloth or newspaper so 
as to avoid roughing. 
(See insert) 








0. AMES CO. westvircins 











Ames also manufactures the famous line of Ames Maid metal household furniture and the new line of Ames-Aire casual furniture. 


HARDWARE AGE, DECEMBER 4, 1958 





¢ 
; 
e 
7 
H 
- 
. 


per, — wy SEiansen eigen Bee 


z —-—se2 8 S88 8e8e—— 
fT Ty itTitTiitiittttitiitl 
& 2 2885 ,eEGre ._ Fe: S's 
Sw ltimisienn, (08 
S2a' Ge@eac ~ (eaeeedueuk 
PT) | dotcleh ha bk dekel boat | tS 
“Te eeren See eee) 

>! ros. se 


‘cseeeeeeue eu ) a@eer ; j . THE HOUSE OF POWER 


“* 














HARDWARE AGE, DECEMBER 4, 1958 





Die 
> 








OLS ET RTE MERI, Fo. 


é 
§ 
¢ 
i 
7 








i 4 


% 
. j 


od , 
a 


HARDWARE AGE, DECEMBER 4, 1958 


= 


> 
= i RR, - Ty" 


js RY Sem er 
2 - “ ? 4 +f , 
an. a ae | 
’ a om 
?- 
~ - 
‘ 


~ a 
— .4 
Leet 
‘ 


— 
ae ane 


+ ~* 


a — 


—— . 






















eigen Sr 6 i 
TAPER 
ee sn? 





pipe fittings line. Union Malleable 


Mfg. Co. 


For more data circle No. 33 on postcard, p. 69 


Venetian blind dry cleaner 


Here’s a product to help house- 
wives clean venetian blinds fast 
and easily, without water soaking 
tapes or using a soapy rag. Each 
disposable 12% x 8%-in. silicone 
sheet removes grime and leaves a 
protective armor of silicone to pre- 
vent future accumulation of dirt. 
Each self-store, self-display pack- 
age has sufficient sheets to clean 
at least 80 venetian blinds. A 
5/16-in. brass grommet permits 
easy hanging and removal from 





peg hooks. Retails at 49¢. Ru-Son 
Products Co. 


For more data circle No. 34 on postcard, p. 69 


Power driven tiller line 


Farmers and owners of large 
gardens will want the Model O 
Planetiller with 3 h.p. Briggs & 
Stratton engine, 14-in. slicing tines 


80 


and standard tilling width varying 
from 18 to 22 in. Special tine as- 
sembly attachment permits expan- 
sion of tilling width to 28 and 32 
in. Companion units include Model 
S with special soil roller and Model 





E which can be converted into a 


rotary mower. S. L. Allen & Co. 
For more data circle No. 35 on postcard, p. 69 


Ribbed polyethylene matting 


Covamat is made of clear, heavy- 
weight polyethylene with high, 
skid-proof ridges for stair cover- 
ing, bath mat, rug protector, and 
many other applications. It is sold 
to dealers in 50, 100 and 500-ft 
rolls, 30 in. wide and will trim 
easily. Covamat is water-proof, re- 
sists grease, dirt, solvents and most 
acids and lays flat. Comes in clear, 
gray, green and beige. Raritan also 
offers Shelvomat shelf covering in 
250, 500 and 1000-ft rolls, 1154-in. 
wide. Raritan Plastics Corp. 

For more data circle No. 36 on postcard, p. 69 


Improved gun cleaning rod 


With just two sizes of improved 
Hoppe gun cleaning rods, a gun 
fancier can clean almost any rifle 
or shotgun in his collection. One 
is sized for .22 caliber rifles, the 
other for .30 caliber. But, equipped 
with adapter, it will clean any rifle 
or shotgun from .30 caliber to 12 
gage. Gun owners have a choice of 
drill steel or duralumin shafts. In 
each style, the shaft revolves freely 
upon a ball bearing within a clear, 
unbreakable plastic handle. Clean- 


















ing rods are furnished in three 
pieces. Prices, $2.75 for drill steel 
or $1.75 for aluminum shaft. Frank 
4A. Hoppe, Inc. 


For more data circle No. 37 on postcard, p. 69 


Endless belt portable sander 


Home craftsmen and mainte- 
nance men will want this compact 
low-priced portable abrasive-belt 
sander. Endless belts can be in- 
terchanged instantly making it 
easier to work through three or 
four grades of grit and from wood- 
working to metalworking abra- 
sives. It produces a straightline 
sanding action and will sand at 
600 surface-feet-per-minute. Ma- 
chine measures 5% x 12% in. and 





stands 6% in. high. Porter-Cable 


Machine Co. 
For more data circle No. 38 on postcard, p. 69 


Hand mower with steel frame 


This Yard-Man mower has rigid, 
all-steel frame which holds reel and 
bedknife in alignment. Five Aus- 
tempered steel blades mow smooth- 
ly, cleanly and quietly and do not 
touch or scrape one-piece bed-knife. 
Anti-wind grass guards protect 
double sealed reel bearings. Hi-Lo 
cutting height control permits ad- 
justment from % to 2% in. Bed- 
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| STILL TIME 
TO ORDER 


Fr 


CAL-DAK 





Work-Saving Quality Housewares 


FOR PROFITABLE 
CHRISTMAS SALES! 








Leading jobbers in every major city 
and Cal-Dak’s four factories are 
ready to fill your orders. 


Be reacy to meet the demand 


~\\ for nationally-advertised 
CAL-DAK 
hl TRAY TABLE SETS 
ow: \ HOSTESSCARTS 
< COFFEE TABLES 












LAUNDRY CARTS 
IRONING CADDIES 
PERSONAL HAMPERS 
HOSE REELS 





Work-Saving Quality Housewares 


FOUR FACTORIES 
Lancaster, Pa. * Chicago, Ill. ¢ Little Rock, Ark. * Colton, Calif. 
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. NOW... FASTEST SELLING | > 
. IN HARDWARE STORES 


Sets 


SELF DISPLAY CARTON 


that helps you sell! 


¢ 5 Evaporator Plates per Package 
e Suggested Retail $2.25 

e A Repeat item 

e Free Window Banners 


cite.“ 3A Rett S$. 
Og. Fee Geen erin 
* ag Sa we s8 ey 


‘ - rs 
' Pie 


AUTO-FLO 








AULA e mate 


ES 
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Three new (iss) Cyclone 
to help increase 


CYCLONE FIBERGLAS SCREENING — pre-cut to standard sizes and 
packaged in ready-tc-sell rolis—helps you save time, money and effort 
on every screening sale. Just hand your customer a single roll of 
the proper width in the pre-cut standard length. The time usually 
spent in measuring, cutting, rolling and packaging screening can 
easily be used to make another sale and increase your profits. 


smart merchandisers make your 


Attractive floor displayer invites extra sales of Cyclone Fiberglas 
Screening. The shopper’s attention is sure to be caught by this color- 
ful merchandiser and he will be reminded that this is a good time to 
replace worn-out screening. He simply selects a roll of screening from 
the displayer—and you ring up another sale, all with a minimum of 
effort. The displayer holds five rolls of each width screening—26” , 28”, 
30”, 32” ana 36”—all a standard 66” long to fit most doors and windows. 
When any one size is sold out, replacement can be made from the unit 
refill container. The displayer simplifies your storage problems and 
the screening is always out where the customer can see it. Pre-cut rolls 
of Cyclone Fiberglas Screening—and the merchandiser—are available 
through your regular jobber. Standard 100’ rolls are also available. 





“Other (iss) Cyclone Hardware Products 


Cycione Insect Screening — Galvanized, Aluminum or Bronze 
Cyclone Hardware Cloth - Cyclone Lawn Fence 
Cyclone Flower Bed Border + Cyclone Catch-Al! Baskets 


Cyclone Fence Department 
American Steel & Wire 
Division of 

United States Steel 





Waukegan, Ill. - Sales Offices, Coast to Coast - United States Steel Export Company, Distributors Abroad 
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Products 





CYCLONE “RED TAG” DOOR MATS are made from con- 
tinuously crimped, full mat-width strips of 34” galvan- 
ized strip steel and tough, round steel wire connectors. 
These mats have many exclusive, customer-pleasing 
features. The ends of the mats are finished with smooth, 
plastic rolls, have no dangerous or destructive sharp 
points to scratch shoes or cause injuries, and the 44” x 
1” mesh is safe for most high heels. 


selling job easier — increase 


The non-working floor becomes part of your sales area 
when you use this eye-catching merchandise piece to ad- 
vertise the new Cyclone “Red Tag” Door Mat. As your cus- 
tomer comes into the store his attention is sure to be caught 
by this display—especially if the weather is wet or snowy— 
and he will be reminded how this mat could protect the 
floors at home. He picks up his mat in its own plastic bag 
from the convenient self-service display box. You've made 
another sale—with almost no time or effort. Cyclone “Red 
Tag’ Door Mats are packed six to a carton. With an initial 
order of 2 dozen or more mats, the merchandise piece will 
be given free through January 31, 1959. 
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your Sales and profits 


CYCLONE ALUMINUM ROSE TRELLIS is a brand-new 
item from Cyclone—and is sure to be popular next 
Spring for home gardeners getting their roses in shape 
for June blooming. This strong, sturdy trellis is chain 
link woven of 12-gauge aluminum wire in a 2” mesh. 
The trellis comes 24” wide by 8 or 10’ long, and it 
makes an ideal support for all climbing flowers or 
vines. The bright aluminum finish stays clean and 
shining . . . never needs painting or maintenance. 


impulse buying 


The attractive rose-decorated container for the new Cy- 
clone Rose Trellis is its own displayer. When you plan 
your Spring displays, include this trellis where it can 
work for you . . . where it can increase impulse sales . . . 
with your selection of June climbing roses . . . with gar- 
dening tools or outdoor furniture. Another smart mer. 
chandising idea might be to erect this trellis on your wall 
and decorate it with artificial roses. The Cyclone Alumi- 
num Trellis packages are shipped six to a carton. 





American Stee! & Wire 
614 Superior Avenue, N. W. 
Cleveland 13, Ohio 


Please send information about [ | Cyclone Aluminum Trellis, 
[] Cyclone Door Mats, 
lama | | jobber, [ |} dealer. 


|_] Cyctone Fiberglas Screening. 


Name... 


i 


a. 


Address... 








9S Gene ae Rn a eee Gee a a EE 
——_ 





x 
~ 





WHAT'S NEW 


knife and roller adjustments are 
located outside frame. Mower is 
equipped with 9%-in. diamond 
tread tires and tubular steel handle 








which stands up for storage. Yard- 
Man, Ince. 


Fer more data circle No. 39 on postcard, p. 69 


Western style BB revolver 
Here’s a gas-powered triple-6- 
shooter popular with men and boys 
because it resembles frontier Amer- 
ica’s famous Peacemaker. The Hahn 
45 BB single action revolver is 
1 5/16 in. in length. It will shoot 
18 shots without reloading. A sin- 
gle Crosman Giant Gas Powerlet 
will give enough power to fire 70 





to 100 shots. Retails at $15.95. 
P. Y. Hahn Mfg. Co., Inc. 


For more data circle No. 40 on postcard, p. 69 


Storm, screen door closer 


Here’s a closer for storm and 
screen doors with a hydraulic fluid 
that holds the same viscosity in 
hot or cold weather. The Glidrau- 
lic door closer has a completely 
sealed mechanism needing no ad- 


84 


justment for climatic conditions. 
This closer has a 15-year guaran- 





tee when in residential use. /ili- 
nois Lock Co. 


For more data circle No. 41 on postcard, p. 69 


Nylon hose accessories 


Here’s the Franklin Zip-On snap- 
on garden hose coupling made of 
zytel nylon a durable, tough, rust- 
proof and weather-proof material. 
This coupling has no moving collar 
and can be installed with a quick 
push or removed with a half-twist. 
The Franklin line also includes the 
Indestructo hose nozzle made of 





the same material. Franklin Metal 
& Rubber Co. 


For more data circle No. 42 on postcard, p. 69 


Multi-stage jet water pump 


Here’s one of four powerful 
multi-stage jet pumps designed to 
meet needs of deep well owners in 
suburban and rural areas. These 
pumps provide water pressure as 
high as 100 lbs and can pump as 
deep as 340 ft. They deliver up to 
810 gal per hour. Pump design is 
suited especially for small diam- 
eter water wells with two to three- 
inch casings. Pump occupies less 
than one square foot cf floor space 
and stands less than two feet. 





Pump has 42-gal water tank. Clay- 
ton Mark & Co. 


For more data circle No. 43 on postcard, p. 69 


Hinges for overlay doors 


Here’s a semi-concealed hinge 
for %4-in. overlay doors. When 





mounted, only the small leaf sec- 
tion of hinge is visible. Raised 
knuckle permits full backswing 
opening of door. Two types are 
offered: one for right angle over- 
lay doors and one for 30 deg bev- 
eled overlay doors. Penn-Akron 
Corp. 

For more data circle No. 44 on postcard, p. 69 


Wall tile cleaner, polisher 


Housewives will want Quickee 
Wall Tile Cleaner, a waterless 


, Staric-fReE 

Wall ihe bs r 
and polis BS 

«ht and (ete 
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This sturdy Cream City incinerator with 
267 perforated draft holes is safer and 
cleaner than wire-type burners. Jumbo size 
label showing sales features helps you sell. 
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CREAM CITY WARE 


' ...fast turnover means extra profit! 


Full draft ventilation, attractive appearance of this Cream City incinerator illustrate why 
Cream City ware is easy to sell. Modern designs, sparkling appearance, long life are 
features your customers appreciate. And Cream City is now produced by J&L, a major integrated 
steel company, with complete control of ware quality. It pays to stock and sell Cream City. 


Jones & Laughlin Steel Corporation 


Consumer Products—Container Division 
STEEL Lebanon, indiana 
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More Than 
Just a 
Pipe Vise... 








































TELLRLE ALAR ae 


SR Stee s | 
‘ : ps 


Yoke or Chain Vises 
yy” to 6” capacities 
Bench, Stand, Post or Kit 
























Extra Utility makes 


Be ee 


Pipe Vises big sellers 


RIGID LonGrip jaws take a firmer grip on 
pipe—and without chewing it up. Most of 
these vises have handy work-tray bases, pipe 
rests and pipe benders, doing more than merely 
holding pipe. Order a stock of these fast mov- 
ing fett2n0D vises from your Wholesaler today! 


ais aoe 











(o} = 
These Two Super Special 
LTS 


t{ RING UP PLUS PROFITS! 92 "here 
». ROGERS FA 225 


liquid fish glues! 


s Rogers Display Offer ! 5 





1. Make 48.1% Plus Profits onthi 






















YOUR COST SELLS FOR 
$1.44 1 doz. bottles... $ 2.40 
4.32 1 doz. gills... .. 7.20 
2.35 4holf pints....... 3.92 
1.05 1 pint... 175 
FREE ) doz. botties....... 2.40 ‘ 
$9.16 Retail Value "$17.67 A eae ‘ sits 
916 Cont | c ee h of wood. | 
— orking informa. | 


YOUR PROFIT $ 8.51 


tion, just the thing | 
48.1% on your investment! 


for aid in teachi 
ch 
m Send just xp 
. i 20¢ for a | 
lar of Rogers Glue | 
and your FREE | 






2. Make 50% Profits on Rogers Dandy Deal... | 
! 











i. teh i of Rogers | 
r 

Ae Buy 2 doz. bottles or tubes of Rogers Glue . d Slect Plans To. [ 

= youll be invoiced for only | doz., ) f 

as equivalent to getting FOUR FREE! 

=3 Sells for. eeese@@es8 es © @ @ * $4.80 

Your cost....... 2.40 


YOUR PROFIT $2.40 


bur investment! 
RR PRR ot ec : 
Bo ARE SSA oe Rey 





STRONGEST GLUE ...PROVED BY TEST 
... A TON OF STRENGTH in EVERY DROP! 


Gives wood, leather, glass, crockery, etc... . 
ideal for home, school, office, workshop. 
carpenters and mechanics. 

ORDER FROM YOUR WHOLESALER NOW! 
Offers expire Aprii 1, 1959. 


ROGERS 
DragVore WELPS YOU SELL with | 





ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 








ie QUALITY PRODUCTS 
Dayton Green Cap, Rod Tip Ac- 
tion Fishing Floats outsell, outper- 


form all others. 












NATIONAL ADVERTISING 

Fishermen are told over 80 
million times yearly to look 
for Dayton—the only Green 
Cap Float with Rod Tip Ac- 


COLORFUL 
MERCHANDISING 
COUNTER DISPLAYS 


NEW FACT TAGS 


Clinch the sale. 





This display is ready to set on 
counter right out of shipping carton 
with a complete assortment of pan 
fish, casting and spinning floats. 


Ask your jobber about 
this Display No. 3888. 





DAYTON BAIT COMPANY 
2701 S. Dixie Drive © Dayton 9, Ohio 
In Canada: Dayton Bait Reg., 11580 Poincarre Ave., Montreal, Quebec 
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WHAT'S NEW 





cleaning and polishing cream with 
germ-killing Dichlorophene. This 
cleaner is recommended for sani- 
tary-cleaning of plastic, vinyl, 
metal and ceramic wall tile. No 
water is required, cleaner being 
wiped on and wiped off. Retail price 
$1.25. Quickee Products, Inc. 


For more data circle No. 45 on postcard, p. 69 


Submersible sump pumps 


Here’s a low-cost, bronze-fitted 
submersible cellar drainer with 1/3 
hp sealed motor with overload pro- 
tection. It has stainless steel shaft 
with mechanical seal, all-bronze im- 
peller, volute and base in pump 
assembly. Capacity rated at 3000 
gph. Sealed switch is flat-con- 
trolled for automatic operation and 
adjustable for manual control. Lit- 





erature available. Wayne Home 


Equipment Co., Inc. 
For more data circls Ne. 46 on postcard, p. 69 


Quilted plastic shelf liner 


Women who want colorful, dura- 
ble shelf liner will buy Tidy-Mat 
which is odorless and highly flexi- 
ble. This material is quilted, wash- 
able and will not fade or stain. 
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Offered in turquoise, pink, yellow, 
red and white. It is designed to lie 


flat and has thousands of tiny, non- | 


skid grippers. Offered in 11%4-in. 


| 


shelf widths at 89¢ per 9-ft lengths. | 


Gering Products, Ine. 
For more data circle Ne. 47 on postcard, p. 69 


Pilsner glass caddy set 


Here’s a nine-piece Pilsner caddy 
set in golden foliage pattern. This 





set includes eight 10-oz Pilsner 
glasses decorated with 22K gold 
leaves and frost carried in a gleam- 
ing brass wire caddy. Caddies are 
packed in special coral color cor- 
rugated cartons imprinted with 
plum and yellow lettering. Sets re- 


Geil 





| © LOPPING SHEARS 


tail for about $9.95. Libbey Glass, | 


Div. of Owens-Illinois. 


For more data circle No. 48 on postcard, p. 69 


Acrylic exterior house paint 
This acrylic exterior house paint 


the 


dries so fast that you can apply 





Sister coosneart 
+= 


“Ouse paint 
CAMEO PUK 


two coats (if needed) 
moving the ladder. 


resistant, fume and mildew resis- 
tant and can be used right after a 
shower without danger of water 
spotting. Brush lap marks don’t 


| 


without | 
Called Luco- | 
Tex, the paint. is blister and peel | 








The easy way 





to sell more 
shears... 


















SEYMOUR SMITH 


NAP-GU 


SHEARS 


e PRUNING SHEARS 


e GRASS SHEARS 
e TREE PRUNERS 
e HEDGE SHEARS 
e ELECTRIC TRIMMERS 


You’ll sell more 
shears if you stock 
SNAP-CUT 
LINE. You can’t find 
a better Grass Shear 
than this SNAP- 
CUT 1207. 


SEYMOUR SMITH 


SNAL-UU 


Quaiity Toois 
Since 1650 


SEYMOUR SMITH & SON, INC. 
Oakville, Conn., U. S. A. 
Sales Representatives 

JOHN H. GRAHAM & CO., INC. 
105 Duane St., New York 8, N. Y. 








WHAT'S NEW 





show and brushes can be cleaned 
with soap and water. Comes in 
white and many colors. John Lucas 
& Co. 


For more data circle No. 49 on postcard, p. 69 


Long handied weeding tool 


Here’s a weeding tool with 42-in. 
overall length for use in standing 





position. It has hardened and tem- 
pered alloy-steel blade which is 
chisel sharp, and a 36-in. hardwood 
handle. Tapered, nickel-plated fer- 
rule is another feature. Weeders 
are packed 12 to a carton. Great 


Neck Saw Manufacturers, Inc. 
For more data circle No. 50 on postcard, p. 69 


Aluminum lawn edgings 


Homeowners who want to keep 
spreading grass and roots out of 


oe 





hedges, flower beds and away from 
trees and paths, will want Keep 
Neet Lawn Edging offered in rolls 
4 in. wide by 40 ft. long. It is also 
offered in special widths from 1 to 
12 in. and any lengths specified. 


Offered in silver aluminum finish 
and on special order in anodized 
colors. It can also be used for dec- 
erative flower pot covers. Alumi- 
num Hardwares, Inc. 

For more data circle No. 51 on postcard, p. 69 


Glove for hunters, trappers 


Hunters and trappers in cold cli- 
mates will be customers for this 
shoulder-length gum rubber glove. 
It protects fingers and arms from 
icy water. Just the thing for mak- 
ing underwater trap sets, running 
trot lines and dressing deer. The 
tough, pliable glove fits over regu- 
lar gloves and coat sleeve. Small 
objects can be picked up with glove. 





Retails for 
Rubber Co. 


For more data circle No. 52 on postcard, p. 69 


$4.95. So-Lo Marz 


Decorated charcoal hopper 
Customers who want a charcoal 
container which will eliminate dust 
and dirt in handling will like the 
Chef Charcoal Hopper which is 
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available in wrought black finish 
with brass plated handle. It stands 
19 in. high and has a capacity of 
10 Ib of charcoal. Model Box & 
Tool Co. 


For more data circle Ne. 53 on postcard, p. 69 


Low-priced iron rests 


The Big-Valu iron rest is made 
to meet demands for a low-priced 





model. It features a bright metal 
top, heavy asbestos base and has 
smooth and rounded edges and cor- 
ners. Ballonoff Metal Products Co. 


For more data circle No. 54 on postcard, p. 69 
(Resume reading on page 16) 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 16) 


ers and one box of 5-SL plaster 
wall fasteners. Diamond Expansion 
Bolt, Inc. 


For more data circle No. 55 on postcard, p. 69 


Fishing tackle catalog 

This 8%x11-in. 
shows the complete 1959 Aijirex 
fishing tackle line. It features a 
wide selection of both open and 
closed face spinning reels in all 
price ranges. In addition 11x11-in. 
catalog sheets with wide margins 
are available for wholesaler cata- 
logs. Atrex Corp. 


For more data circle No. 56 on postcard, p. 69 


color catalog 


Outdoor lines catalog 

“Outdoor Fun Begins With Cole- 
man” is the title of this 24-page 
illustrated 1959 catalog. It de- 





There’s nothing like a Porter-Cable franchise 


' 
’ 
‘ 
‘ 
; 
' 


Sine 


Our cooperation steps up your promotions 


Porter-Cable offers a really attractive cooperative 
advertising plan to its dealers. They're all encouraged to 
participate in national promotions at the retail level, 
and Porter-Cable contributes financially as well as with 
advertising materials. That’s just one advantage of working 
with Porter-Cable. Dealers are carefully selected to 
protect you from unethical competition in your 
community. Only Porter-Cable protects your full legitimate 
markup on all portable tools, at prices that return a 
fair profit while attracting customers. Displays are _ SS OSS 
NRHA-approved, available without special “deals.” And SAWS * BELT SANDERS - FINISHING SANDERS 
your Porter-Cable salesman is ready to help with in-store ROUTERS * DRILLS - PLANES 
demonstrations, personnel training and inventory. PORTER-CABLE MACHINE CO., 804-8 Marcellus St., Syracuse 4, Mew York 
It all ties in with Porter-Cable’s reputation for quality, "args; rls ortecale Power Tonle Cana) it Box 018, London. Ont 
and if you'd like to get into the act, write us today. Mexico City, D.F. 


HARDWARE AGE, DECEMBER 4, 1958 89 











It's Easy to Sell‘em up to 











Exclusive Features 


®@ Patented inner heat tubes : 
@ Patented built-in blower system 


Exclusive Performance 


@ “Traveling” Floor Heat 


and Your Zz ropit Stays 
in Your iz sched 


Your Siegler profits aren’t lost in call-backs and com- 
plaints. Siegler quality sees to that, and makes every 
customer an enthusiastic salesman for you. 


SIEGLER HEATER COMPANY, CENTRALIA, ILL. 





OIL, GAS, 
LP-GAS 








HOME 
HEATERS 




















Are you selling Toilet Seats just 
to turn over merchandise and 
trade dollars? Or do you want to 
sell a Seat on which you can make 
real profit? 

if you want profit, inquire about 
the new PURITAN Imperial 700! 


AA-6739 


s6OY°> 


Retail 





PRODUCTS, INC. 
. Cleveland 13, Ohio 








SELL...the High Profit Fast A 


a mn 








ROOT 
DESTROYER 
OPENS CLOGGED SEWERS 
without digging 


Write for Catalog Pages & Prices 


BOYER CHEMICAL CO. 
1611 Church St., Evanston, il. 























His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured seve-al desirable 
lines through the Advertisement | 
placed in the AGE in October. With 
best wishes for your continued success." 
Sincerely yours, 


A Satisfied Advertiser 



































CHAIR-LOC 


Amazing New Liquid 
S-W-E-L-L-S Wood 
@ Penetrates wood fibre— 
makes them e-x-p-a-n-d 
permanently. 
* Se Tacs dain rng 
oose rc 
legs, handles, Pram mg 
dove-tails, etc. 
A Fast-Selling impulse item 
Write for Free Samples and 
Literature 


CHAIR-LOC CO. 
Lakehurst 3, N. J. 





TO HELP YOU SELL 




















scribes the full line of Coleman 
gasoline, kerosene and L-P gas 
lanterns, folding camp stoves, pic- 
nic stoves and utility heaters. Port- 
able food and beverage coolers, 
camp and picnic tables and stools 
and folding ovens and accessories 
are also shown. The company’s 
Snowlite jug line and the Coleman 
saddle stool for hunting, fishing, 
picnicking and spectator sports are 
also shown, Coleman Co. 

For more data circle No. 57 on postcard, p. 69 


Fisherman's gift package 
The Dayton Gift Pack is designed 
to enable dealers to cash in on 





birthday, Father’s Day and Christ- 
mas gift buying of a $1 seller for 
the ardent fisherman. Pack has a 
Dayton green cap, rod-tip action 
float, one spinning practice plug, a 
spinning float and a pan fish float. 
The red and green box has trans- 
parent mylar lid. Dayton Bait Co. 


For more data circle Ne. 58 on postcard, p. 69 


Pipe cleaning tool catalog 

A four-page catalog and price 
sheet shows General’s complete line 
of low cost, high-profit pipe clean- 
ing tools. Included are cleanout 
augers in counter display boxes, 
Spin-A-Rod drain cleaner, light 
and heavy drain augers, flat clean- 
out rods, closet augers. General 
Wire Spring Co. 


For more data circle No. 59 on postcard, p. 69 


Booklet on wheel sales 

This booklet tells how to make 
a small, basic wheel stock serve a 
wider range of replacement wheel 
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MAINTENANCE 
SERVICE 

WILL SAVE 
YOU MONEY 
EIGHT WAYS 








HOW ? 


1 CONTROL OF COSTS . 5 PARTS WITHOUT COST 
You can budget your service expense, eliminate Parts will be furnished without cost to users of 
cost of repairs, and YOU SAVE MONEY. National Maintenance Service. 

2 REGULAR INSPECTIONS 6 FACTORY-MADE PARTS 
Detect undue wear or strain on parts. Regular Parts made by the manufacturer are used to replace 
inspections save you the worry of costly interrup- broken or worn parts. 
tions of your business system. 

3 PROPER LUBRICATION 7 Quick SERVICE 


You can call us without additional cost any time 


Protects working parts of the machine against pre- ‘ ; ; 
your equipment is not operating satisfactorily. 


mature wear and corrosion. 


4 PERIODICAL CLEANING 8 BONDED SERVICEMEN 
Increases efficiency and lengthens the life of your Factory trained to give you efficient service and to 
machine. SAVE YOU MONEY. 


You invested in your National equipment for its 
money-saving features. National’s “Preventive Main- 
tenance” will maintain these savings every year — 
for more years. Call your nearby National Service 
Man for full details on National Maintenance. 


THE NATIONAL CASH REGISTER COMPANY, payton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES @ HELPING BUSINESS SAVE MONEY 
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YOU GET 


GREATER PROFITS, 


FASTER TURNOVER 
with GENERAL! 















CLEAN-OUT AUGERS 
WORK WHERE CHEMICALS FAIL 
For clogged drains and closets; equipped with 


adjustable rotary handle; individually packaged 
in attractive counter display carton. 


STEEL TUBE CLOSET AUGER 





The most practical and sanitary device for 
removing obstructions from closets. Ideal for 
home use. 


ALL-NEW SPIN-A-ROD 
DRAIN CLEANER 


LOW COST 
COMPACT 
WORK FAST 
EFFICIENT 
SANITARY 








PREVENTS 
MESSY FLOORS 


For most home waste 


eas lines; easy to use. Bulb 

shape Boring Gimlet; with 15’ or 25’ of \”’ 
snake. 

FLAT STEEL 

SEWER 

RODS 








A sturdy tool for 
cleanmg waste 
pipe and sewers. 
Equipped with 
combined roller ball spear head and adjustable 
metal grip handle. 


Send for complete information. Distributors 
throughout the United States and Canada. 











GENERAL WIRE SPRING 
COMPANY 


’ oro Pittsbura Poa 










TO HELP YOU SELL 


applications. The bulletin illus- 
trates how to use Gleason wheel 
adapter devices to compensate for 
variations in hub widths and bear- 
ing diameters. Gleason Corp. 

For more data circle No. 60 on postcard, p. 69 





Packaged masonry anchor line 
Here’s an impulse pack of ma- 

sonry anchors to attract the eve of 

the home handy man. This Anchor- 





Fast salesmaker pack holds 12 an- 
chors with matching screws. They 
are useful for hanging pictures, 
drapes, mirrors and other heavy 
objects. Retail for 29¢ per pack, 
dealer cost is 18¢. Anchor Fast- 
eners & Allied Tools. 


For more data circle No. 61 on postcard, p. 69 


36-page fishing reel catalog 


Here is the 1959 edition of the 
Penn Reel catalog. It contains 36 
pages of reels, fishing information 
and hints for better fishing. Fea- 
tured items are the new Jigmaster 
fast retrieve reel with a 4 to 1 gear 
ratio and large arbor spool, and the 
Master Mariner, a rugged, narrow 
spool reel for ocean and deep lake 
trawling. The complete Penn line 
of 78 models is pictured and de- 
scribed. Penn Fashing Tackle Mfg. 
Co. 


For more data circle No. 62 on postcard, p. 69 


Lubricating oil merchandiser 
Lubri-Tasgon, multiple-use pene- 
trating lubricating oil is now 
packed in a new design black, white 
and yellow 3 oz can. Name is more 
easily read as are details as to use 
of the product. Display carton 
holds 12 cans. Lubri-Tasgon is a 








non-gumming oil that gives better 
lubrication and flows freely at 40 


deg below zero. Samuel Cabot, Inc. 
For more data circle No. 63 on postcard, p. 69 


Spray can for waterproofing 
Homeowners and sportsmen will 
want Thompson’s all-purpose Water 
Seal now available in 16-0z aerosol 
cans. It retails for $1.89 and is 
produced to stop rot, mildew, warp- 
ing and checking. It protects, pre- 
serves, waterproofs leather, cotton, 





wood, any porous material. E. A. 


Thompson Co., Ine. 
For more data circle No. 64 on postcard, p. 69 


Plastic-pack speed reducer 
Here’s the Versamate 7 to 1 

speed reducer for portable drills in 

its clear plastic cover package. Each 
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RUSCO White 6 


PICTURE WINDOW - 


. with baked enamel finish 






 WEW * DIFFERENT... 


IT'S AMERICA’S MOST BEAUTIFUL DOOR! 
$ 


REGULAR PRICE: $59.95 


Now being offered at special low retail prices: 





95 


with glass panel 





39 


Or $29.95 as a screen door only! Finest quality hardware included. 
YOUR CUSTOMER SAVES $20.00! YOU BUILD VOLUME AT FULL PROFIT! 


S YEAR FACTORY WARRANTY 


... against oxidation, pitting and corrosion! This deterioration costs 
America six billion dollars annually! These all weather doors are made 


of tried-and-proven zinc-coated tubular steel, finished in beautiful 
white baked enamel. They positively wi// not corrode, pit or oxidize 
like ordinary metal doors! 





AMERICA’S MOST BEAUTIFUL DOOR ... so strikingly beautiful that it 
sells itself at point-of-sale! Gleaming white baked enamel finish is as 
easy to clean ond maintain as a refrigerator . . . more durable than 
the finish on co fine car. Streamlined picture window glass panel is 
easily removed for full-screen ventilation. Fiberglas” screen filters out 
dust and dirt. . . won't rust. . . never needs painting. 


AMERICA’S MOST DURABLE DOOR... has been slam-tested over 
125,000 times . . . equal to 50 years of normal use! Rugged tubular 
construction makes it the strongest, sturdiest door available anywhere 
... at any price! 


AMERICA’S GREATEST DOOR VALUE EVER .. . made and backed by 
The F. C. Russell Company . . . the oldest and largest company in the 
combination window and door field. More than 15,000,000 RUSCO 
Units in service today. Never before have RUSCO Doors been offered 
at these low prices! 


13 SALES-PRODUCING DECORATOR COLORS... to retail at $10.00 net 
extra; Gray, Terra Cotta, Calvert Green, Fern Green, Amherst Green, 
Old ivory, Light Brown, Dark Brown, Sun Tan, Ranch House Red, Hoaiti 
Red, Isthmus Blue, Aluminum. Copr.1958 The F. C. Russell Co. 





SPECIAL TRIAL OFFER! 


Door sells on sight with this attention- getting display. 
Consists of full-size door, sturdy display legs, hard-selling 
sign...and all hardware. Grille extra. Complete display 
occupies less than 4 square feet of floor space. No risk. . . 
door is popular 2’-8” x 6’-8” size which you can sell easily. 


COMPLETE DISPLAY. .. ONLY $30.00 FREIGHT PREPAID $ 





The F. C. RUSSELL CO. 
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ATTENTION WHOLESALERS: 


Here is your opportunity to cash in on the greatest 
door promotion of all time! 








¢ Full Profit For Your Dealers! 
¢ Full Profit For You! 
¢ A Great Value For The Consumer! 


RUSH YOUR ORDER NOW... cash in on the greatest door value ever! 


Dept. HA-1258 Columbiana, Ohio 
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TO-HELP YOU SELL 


package includes a small but effec- 
tive display piece. In shipment the 
display wraps around the package 
to give additional in-transit pro- 
tection. In the store the unit stands 
erect. Supreme Products Corp. 


For more data circle Neo. 65 on postcard, p. 69 





Sport goods dealer helps 

Here’s an eye-catcher display 
stand of gold-anodized aluminum 
to promote sale of Langley rods and 
spinning reels. Triangular shape 
base and upright post clip for sam- 


ple red handle are features. The 
same company also offers a 17x20- 
in. display banner printed on 
fringed white satin background in 
green and black and showing the 
Langley sea-lion with a fishing 
rod. Langley Corp. 

For more data circle No. 66 on postcard, p. 69 


Building specialties catalog 
This 64-page building specialties 
catalog printed in three colors 
shows the entire M-D building spe- 
cialties line. Weather strip, folding 
door hardware, sliding door hard- 
ware, cabinet hardware, glazing 
and calking compounds, calking 
guns, asphalt cement and aluminum 
levels are shown. Mail boxes, num- 
bers, push bars, kick and push 
plates are other items’ shown. 
Macklanburg-Duncan Co. 
For more data circle No. 67 on postcard, p. 69 


Display for key reels 


Key-Bak key reels are displayed 
on this card showing six of these 
items together with an illustration 
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: Agu THE Man WHO Ha 
“ J >» Z 


of one of the key retrieving units 
in use. Customers may remove key 
reels from card for inspection. 
Reels are offered in display box of 
12 or on this display card. Lummis 
Mfg. Co. 


For more data circle No. 68 on postcard, p. 69 





New Equipment 


New cost saving equipment 
for the store and warehouse 





Freight handling trailer 

This trailer is designed for pal- 
letless freight handling in ware- 
housing, freight and manufactur- 
ing operations. Freight is loaded 
from stock onto SI trailer coupled 
to train. This trailer is of rugged 
all steel construction, with mold-on 
rubber or steel wheels, fabricated 
steel automatic couplers. SI Han- 
dling Systems, Inc. 


For more data circle No. 69 on postcard, p. 69 


Small engine service starter 


If you service power mower or 
other small engines you will find 
this attachment for electric drills 
interesting. The Fastarter insures 
quick, effortless small engine start- 
ing by placing the socket wrench 
on the tiy-wheel shaft nut. The 


attachment will fit a 4 in. drill for 
starting engines up to 2% hp and 
will also fit a % or ™% in. drill for 
use on engines over 2% hp. The 
socket wrench can be changed to 
fit any engine shaft. An over- 
riding clutch permits easy removal 
after the engine starts. Jon-Raynor 
Co. 


For more data circle No. 70 on postcard, p. 69 


Sit-down rider lift trucks 


This 5000-lb capacity lift truck 
measures 73°54 in. from rear of 
counterweight to face of forks and 
can right-angle stack comfortably 
in an aisle measuring just 10 ft, 
4 in. in width. Lifting speeds are 
45 to 50 ft per minute unloaded 
and 25 to 30 ft per minute, under 
load. A castor wheel steer arrange- 
ment reduces steering effort. Yale 
magnetic Cam-O-Tractor, time de- 
lay-control assures smooth accel- 
eration and long controller life. 
Yale Materials Handling Div., 
Yale & Towne Mfg. Co. 


For more data circle No. 71 on postcard, p. 69 


iIiuminated island unit 


Here’s a moderately priced dis- 
play with translucent panels back- 


lighted by fluorescent lamps. It 
has three glass shelves, adjustable 
brackets and is offered in seven 
decorative colors. Units available 
in 48-in. height in 3, 6, 9-ft lengths 
or any 3-ft increment. Translucent 
panels offered in wide range of 
colors or in satin-finish black en- 
amel. Back-lighted displays are 
available in half-island and wall 
units. Can also be furnished with 
lighted bottom shelf of translucent 
glass on special order. Bulman 
Corp. 


For more data circle No. 72 on postcard, p. 69 


(Resume reading on page 17) 
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» Reduce splitting 


e Cost less 
= e Hold tighter 


Drive easier 





“Extra holding power of ARDOX nails 
cuts damage, delays in transit” 


... reports FORD TRACTOR AND IMPLEMENT DIVISION 


By using Ardox spiral nails for blocking 
of tractors and combines on flat cars, the 
Tractor and Implement Division of Ford 
Motor Company has solved a troublesome 
and costly shipping problem. 
The people at Ford found that, with 
conventional straight shank nails, wood 
blocking tended to pull away from the 
flat car floors because of the bouncing, 
jolting and side-sway of the train. Ford 
is now using 50 and 60 penny Ardox nails 
to prevent damage and shipping delays. 
In addition to increased holding power, 
Ardox nails drive faster, reduce wood 
splitting and actually cost less than con- 
ventional nails. The lower cost is a result 
of Ardox nail design which provides more 
nails per pound. 
Get the facts on this superior, threaded- 
to-the-head nail, made from J&L quality, 60 ee 
higher carbon steel. For complete infor- “S sccatl + ff Sha 
mation on how Ardox nails can cut your wt WAVES: 23 BS 
costs, write Jones & Laughlin Steel Cor- Ardox spiral nails develop up to twice 
poration, 3 Gateway Center, Pittsburgh the holding power of equivalent 


30, Pennsylvani common nails. Field tests prove they 
lapbe oe are up to 30% easier to drive. 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA 














How's the Hardware Business? 





Businessmen support Federal Trade Commission in 
clamping down on misleading price claims in ads 


Since the Federal Trade Com- 
mission issued its nine-point pric- 
ing guide last month (HA Oct. 23, 
p. 10), businessmen across the na- 
tion have come out in solid support 
of the move which outlaws the ad- 
vertising of false price savings in 
interstate commerce. 

Newspapers, radio and television, 
advertising, and Better Business 
Bureaus have taken up the cry 
against fictitious pricing. 

The FTC is against savings 
claims not based on usual resale 
price in trading area; alleged price 
cuts based on artificial mark-ups; 
alieged “factory” or “wholesale” 
prices higher than dealers usually 
pay, and false statements on com- 
bination sales (two for the price 
of one). 


Radio, TV ads monitored 


_ The American Newspaper Pub- 
lishers Association, whose member- 
ship includes more than 90 percent 
of all newspaper circulation in 
the U. S. and Canada, distributed 
guides to all of its 835 members 
to help crack down on questionable 
ad practices. 

The National Association of 
Broadcasters pledged support of 
the broadcasting industry in en- 
couraging advertisers to comply 
voluntarily with the law on price 
advertising. 

The National Better Business 
Bureau has sent out °10,000 letters 
to business executives, Chambers 
of Commerce and others across the 
nation pointing out that the guide 
provides “business with needed 
ground rules for solving the prob- 
lems of deceptive pricing through 
voluntary action.” 


Retailers use guides 


Private business firms have als» 
spread the word. A leading manu- 
facturer of eiectrical appliances has 
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sent out 25,000 copies of the guide 
to retail outlets for its products. 

Consumers are beginning to rea- 
lize the need for correcting the fic- 
titious pricing evil. More than 14,- 
000 letters and telegrams have been 
received by the FTC from consum- 
ers since the guide was announced 
Oct. 10, most of them in praise of 
the drive. 


How can you benefit? 


Guard yourself against your com- 
petition. The main emphasis of 
the guide is on proving the validity 
of advertising price claims. The 
FTC will back up any valid criti- 
cism you bring against unfair prac- 
tices. 

Protect yourself against careless 
errors in your own advertising. 
Buyers know the tricks of price 
deception, and how to avoid them. 
They recognize the importance of 
honest advertising. Do you? 

Write to the FTC, Washington 
25, for a copy of “Guides Against 
Deceptive Pricing.” 


Consumer savings go up 
despite the recession 


Despite the recession in the first 
half of the year, savings deposits in 
the nation’s mutual savings banks 
increased during the same period. 

The National Assn. of Mutual 
Savings Banks reports deposits in- 
creased $1.3 billion in the first six 
months of 1958. This compares 
with $876 million in the same peri- 
od of 1957. 


Business failures up 


Business failures in the week 
ended Nov. 6 totaled 331, according 
to Dun & Bradstreet, Inc. This com- 
pares with 299 in the preceding 
week and 266 in the same week of 
1957. 


33 millions move and 
change hardware sales 


Thirty-three million Americans 
changed residence last year, say 
census reports. 

How does this affect the hard- 
ware trade? The figures mean that 
the moving vans are not only bring- 
ing you new customers, they also 
bring better sales. 

Two-thirds of the movers changed 
houses within the same county. 
They'll need items for minor re- 
pair jobs, paint for a room that 
should be fixed up, and in a subur- 
ban area lawn and garden supplies 
for the yard. 

One-third moved from one county 
to another. About half this group 
moved within the state and half to 
another state. They probably dis- 
carded lawn mowers and appli- 
ances that you will be able to sup- 
ply. 

Where you live in the country de- 
termines if you gain more custom- 
ers than you lose. Over the last 
five years, there has been a net 
move to the West from the South, 
only small net shifts for the North- 
east and Northcentral. 


Construction in 1959 
will set new records 


Private and public construction 
is likely to hit an all-time high 
next year, for the twelfth year in 
a row. 

The F. W. Dodge Corp., con- 
struction news expert, predicts that 
1959 contracts for all types of cor- 
struction will total $35.6 billion, a 
3 percent increase over this year’s 
estimated $34.7 billion. 

The new congress is expected to 
aid home construction by making 
mortgage money easier to get. 


Retail sales in Oct. 
totaled $17.4 billion 


Retail store sales in October were 
$17.4 billion, the Commerce Dept. 
reports. 

That’s 2 percent above Septem- 
ber, and about 1 percent above 
October, 1957. 

Sales by the hardware, lumber, 
building and farm equipment group 
totaled $1.42 billion in October. 
That’s $9 million or more than 6 
percent more than retail sales for 
the same group in September. 
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SATISFA 
GUARANTEED 
POWER TOO 


Remit ] noton Special promotion 


creates excitement 
for new 


Remington drill 


Millions of consumers are invited to try the 
new Remington Model 149DL de luxe \” 
drill with the certainty of complete satisfac- 
tion or money back. Advertisements in Life, 
The Saturday Evening Post, Popular Mechanics 
and Popular Science assure them Remington 
is the name they can trust in power tools. With 
Remington, sound, well-planned promotions 
like this help you sell power tools. 


New Remington Model 149DL Drill 


Remington guarantees its new Model 149DL, be- 
cause no other 14” drill matches it for performance 
and styling. The new Model 149DL delivers more 
power per dollar—up to 4 horsepower. Its elegant 
triple-tone styling stars in any workshop. This 
sales-winning combination can be a brilliant new 
customer attraction for your store. 


You can profit with Remington 


This promotion backing up an exciting new tool is 
just one example of why Remington means power- 
tool business for you. ‘The Remington program is a 
blueprint of opportunity, growth and profit. Write 
for full details and names of your local Remington 
wholesalers. 


Unmatched Power— Remington's new Model 
149DL de luxe %” drill delivers up to % horse- 
power. Elegant triple-tone styling—copper-plated 
gear case, black trim and trigger, polished alumi- 
num housing—permanently good-looking. Has 3- 
conductor cord with adapter. See it at your dealer's 


... only $29.95.* 4 
REMINGTON GUARANTEES that unless you are & Cri On, 
satisfied in every way with the 149DL de luxe %4” eh Ble 
drill you may return the tool within 60 days from —e pel ESE 

on , ne. 
date of purchase and get your money back. saicnaien: Mhecuaia: ol DONT 
Remington Arms Company, Inc., IN CANADA: Remington Arms of Canada Limited 
Bridgeport 2, Conn.—famous for 36 Queen Elizabeth Bivd., Toronto, Ontario. : 
quality since 1816. | 


*Specifications and price subject to change without notice. Price slightly 
higher in Canada. 
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PRODUCTS ARE PACKAGED 
TO CATCH EYES 
AND CREATE SALES 


Clotheslines Sash Cords Mason Line 
Starter Cords Jump Ropes Water Ski Ropes 
HANKS: Venetian Blind, Traverse, Shade 
Cords, Anchor Rope, Tow Lines, etc. 


Enjoy added volume and extra profit with 
NOVA Products . . . our Sales Offices in all 


parts of the country. 


/NOVA | IVA 
West Georgia Mills 
Inc. 
Whitesburg, Georgia 





ENOVA Sivision OF 








Every Sale 
a 40% Profit 


Every homeowner a customer 


Meets today's demand 
for easier-to-use 
packages. Popular 
sizes im straight 

and angle nozzies. 
Packaged for mer- 
chandising. Mailed 
prepaid. 
Unbreakable, see 
through plastic bottle. 
Aluminum fittings. 
Squeeze a drop or 
squirt where you need 
it. Withstands buffet- 
ing. Safe in toolkit 

or pocket. Send for 





brochure now. 
BUTLER STAMPING CO. 
1000 SHORE ST. BUTLER, PA. 




































Cotter dealers promote 
V&S Christmas catalogs 


About 720,000 Christmas cata- 


logs are being circulated by V&S 
hardware dealers served by 
er-owned wholesaler, Cotter & Co,. 
Chicago. 


deal- 


The 40-page mailers are printed 
in color and feature toys, gifts, 
housewares, and tools. 

New items; such as fruit cake, 
are being tried for the first time. 

Many price specials are sprin- 
kled throughout the book. 

Toys are featured in 26 pages. 

A large store trim kit with ad 
mats and radio scripts eomple- 


ments the mailer. 





Outdoor Livin’ is theme 
of Meyer spring catalog 


Outdoor Livin’ is the theme of a 
16-page garden catalog from the 
Meyer Merchandising Service, Inc. 

The 7 x 10 in. booklet is packed 
with steel goods, garden hose, chem- 
icals, and power lawn mowers. In 
each group there are “specials” fea- 
turing outstanding low priced buys, 
as well as full mark-up name brand 
items. 

The following wholesalers have 
already signed up to use the catalog 
next spring: 

Wm. H. Cole & Sons, Baltimore, 
Md.; Conron, Inc., Danville, IIl.; 


Dues, Inc., Dayton; Dunham, Car- 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 








rigan & Hayden Co., San Francisco; 
Hasseo, Inc., Denver; Marshall- 
Wells Kelley-How-Thomson, Du- 
luth; MceGowin-Lyons Hdwe. & Sup- 
ply Co., Mobile, Ala.; Schafer Co., 
Inc., Decatur, Ind.; Townley Metal 
& Hardware Co., Kansas City; and 
Zork Hardware Co., El Paso. 


Our Own dealers mail a 
32-page Christmas Book 


More than 750,000 32- page 
Christmas mailers have just gone 
into circulation by Our Own hard- 
ware dealers throughout the upper 
midwestern states. 

The color catalogs were pro- 
duced by the Our Own Hardware 
Co., dealer-owned wholesaler, Min- 


neapolis. 
Catalogs feature gifts, house- 
wares, sporting goods, and a 12- 


page toy section. Also, as a test 
measure, off-season items such as 
fishing gear are being offered. 

A few unusual items for Our 
Own, such as electric sewing ma- 
chines, are being tried for the first 
time. 

A store trim kit backs up the 
mailer. 





Shapleigh Hardware has 
Winter Sales Carnival 
A Winter Sales Carnival begins 


Shapleigh Hardware Co.’s_ 1958 
winter promotion. 
A four-color, four-page tabloid 


size mailer contains more than 100 
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Why PENNVERNON 
is more than just 
“window glass” 


Slowly, carefully, a sheet of molten glass is 
drawn through this vertical shaft—touched by 
nothing but jets of air—until the glass has been 
carefuily control-cooled beyond the danger of 
injury. This processing technique eliminates 
the vertical lines and scars which appear in 
ordinary window glass that is subject to abra- 
sion before it cools. Vertical drawing with 
controlled-cooling produces brilliantly clear, 
smooth, unmarred surfaces on both sides of the 
sheet—characteristics that make PENNVERNON 
more than just “window glass.” The pains- 
taking attention to detail in this process is 
evident in every phase of PENNVERNON’S manu- 
facture— making it the quality leader in its field. 


What does this mean to you? 


Whether you are ordering glass for the win- 
dow sash you make, or buying sash with glass 





already installed, your responsibility is to give 
your customers the highest quality window 
glass for the job. Customer satisfaction is your 
stock in trade—for satisfied customers will be- 
come steady customers. You can be sure that 
PENNVERNON Window Glass, with its beauty, 
durability and true vision, will not only sat- 
isfy, it will delight your customers. 

Contact your nearest Pittsburgh Branch or 
Distributor for details on quality-crafted 
PENNVERNON. Pittsburgh Plate Glass Company, 
632 Fort Duquesne Blvd., Pittsburgh>22, Pa. 


PENNVERNON® 
... hot just window glass 


me 2 | 


Rseasthosye 


PB: SYMBOL OCF SERVICE FOR SEVENTY-FIVE YEARS 


iN CANADA: CANADIAN PITT SEBURGH INOUSTRIES LIMITED 
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New Package 
for Bassick 
‘“Nomar’’ Cups 


In their new attractive window pack- 
age Bassick “Nomar” furniture cups 
rate a top spot on your display counters. 

The convenient package of four 
makes it easier than ever for customers 
to see and buy these top quality furni- 
ture rests. Made of non-marking, un- 
breakable phenolic composition, they 
fit any furniture, spread the weight, 
protect floors and floor coverings. Two 
fast-selling sizes, 144 or 154” dia. Nos. 
NDC-6 and NDC-7. 





These finest floor protectors are de- 
signed to attach to furniture legs, dis- 
tribute the weight and protect floors. 
They allow easy sliding. THe Bassicx 
Company, Bridgeport 5, Connecticut. 
In Canada: Belleva: 2, Ont. 


8.23 








New Wholesalers’ Aids 


(Continued ) 





sale items with special sale coupons 
included to pull more traffic. 
The entire family can shop from 








this catalog. It contains everything 
from sporting goods and outdoor 
items to home repair supplies and 
housewares. 


Promotions 


Manufacturers’ New 
Merchandising Plans 


Saw program is based on 
customer demonstrations 


Traffic for a dealer’s power tool 
department is being built by a cus- 
tomer training program organized 
by McCulloch Corp., manufacturer 
of power chain saws. 

The training program 

















is con- 


ducted in the hardware dealer’s 
store. 
The dealer invites chain saw 


owners, and prospective users, to 
attend a one-day demonstration. 
McCulloch provides factory-trained 
personnel who instruct customers 
and prospective customers in the 
use and maintenance of power chain 
saws, using slide films, flip-charts 
and actual demonstrations. Cus- 
tomers participate by actually filing 
chains under supervision. Free 
maintenance literature is distrib- 
uted. 


Dealers merchandise the pro- 
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gram, known as a McCulloch Chain 
Day, by offering door prizes, sou- 
venirs and refreshments. 
McCulloch is putting on the pro- 
gram throughout the country. 


G.E. sponsors Sunday 
TV series in January 


“College Quiz Bowl,” a new net- 
work TV series, will debut on Sun- 
day, Jan. 4. It is sponsored by the 
housewares and radio receiver di- 
vision, General Electric Co., Bridge- 
port, Conn. 

The program, a panel-quiz for- 
mat, will originate live from vari- 
ous college and university cam- 
puses. Undergraduates will com- 
pete for cash prizes, which will 
later go into scholarship funds for 
the schools that win. 


Slaymaker designs new 
salesmen's sample kit 


Wholesaler salesmen have been 
offered a new sample kit to show 
dealers their selections of locks 
made by Slaymaker Lock Co., Lan- 
caster, Pa. 

This kit shows nine of the most 
popular locks, each inside its new 
See-Pack box. A description of the 





locks and the new packaging con- 
cept is mounted under the lid of 
the kit. 


Ronson promotes butane 
lighters for Yule sales 


Your sales of lighters and appli- 
ances will jump if you tie in with 

















A VOLUME 
MARKET... 


WEATHERSTRIPPING 


Combines rigid and flexible vinyl for surest sealing known! 


for VOLUME PROFITS! 
the NE W low, low cost 


model V$-333 %34°. 


retail 








for door openings up to 3'0 x 7'0 
Individually carded on self-merchandiser for peg-board or 
‘ counter display. 


DURAfiex VINYL-STOP Weatherstripping 


combines rigid vinyl base with 


¥. flexible vinyl seal that compresses 

Ya against door to lock out weather! 

2 Far superior to any other weather- 
+ %° ——o stripping ever sold! 
DURAflex VINYL-STOP Weatherstripping 


comes with ends coped fo fit snugly at corners... eliminates 
mitering. Three simple cuts with a saw fits VINYL-STOP 
to any doorway. Nails in place easily with rust-proof nails 
(supplied). Easily fastened to metal jambs with ordinary 
sheet metal screws. Can be painted with most paints, too!* 


DURAfiex VINYL-STOP Weatherstripping 


sells on sight! 
*Most paints recommended for wood. 





7, ——y | me 


SEND COUPON FOR COMPLETE INFORMATION NOW!™ 




























DURAflex® ; The DURAfiex Co., 3500 N.W. 52nd St., Miami 42, Fic. Dept. HW-12 | 
THRESHOLD Please rush me complete information on 
is a proven sales leader—over : [) VINL-STOP Weotherstripping [-] DURAflex Threshold : 
1,000,000 installations to date! 
Aiuminum base holds vinyl seal that springs | NAME 3 
against bottom of door to keep weather ouf, heating and ADDRESS 
air-conditioning in! Exclusive vinyl strips along bottom stop 5 j 
water seepage. Sell DURAflex Thresholds, greatest threshold CITY STATE 
improvement in 25 years, for greater profits, faster turnover. i } 
U.S. Patent 2718677 Other U.S. and Foreign Patents Pending My wholesale distributor is 
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(Advertisement ) 










Make 


Inventory Taking Easier 


Use HARDWARE AGE Inventory Sheets 
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You can make your annual inventory taking an 
easier, surer job by using the HARDWARE AGE 
WHITE OR YELLOW INVENTORY SHEETS which 
1,000 retail hardware dealers helped us design. 


From many dealer suggestions, these sheets were 
redesigned to sell at these low prices (U. S. only): 
WHITE SHEETS, $1.35 per 100 (up to 500), and 
$1.10 per 100 (more than 500), postpaid. Each 
WHITE SHEET has space for 26 items on each side 
of good white bond paper. A $1.35 investment gives 
you inventory space for 5200 items. 


YELLOW INVENTORY SHEETS give you more 
listing space on fewer sheets, with less handling: $1.75 
per 100 (up to 500), and $1.50 per 100 (more than 
500), postpaid. Each sheet has 33 item listing lines 
on each side of high quality paper. One hundred sheets 
give compact listing space for 6600 items. 


During the past years, thousands of retail hardware 


Samrie of white sheet 


dealers and wholesalers have used millions of HARD- 
WARE AGE Inventory Sheets because they have found 
them simple and convenient to use. The new WHITE 
and YELLOW INVENTORY SHEETS are the best 
ever—they are even more simple, more convenient to 
use. Our entire effort was directed toward making 
your annual inventory taking easier and more accu- 
rate. 


These WHITE and YELLOW INVENTORY 
SHEETS will fit the regular HARDWARE AGE Inven- 
tory Sheet Binders, which are used by thousands of 
dealers who reorder their Inventory Sheets from us 
year in and year out. 


Make your inventory taking this year easier and 
surer with these WHITE OR YELLOW INVENTORY 
SHEETS. Order your supply today from HARDWARE 
AGE, Chestnut and 56th Sts., Philadelphia 39, Pa. 
Make checks payable to “HA Reader Service Dept.” 
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Manufacturers’ Promotions 





(Continued ) 

Ronson’s heavy Christmas con- 
sumer advertising. 

The Varaflame  butane-fueled 


lighter and Ronson’s Hood ’n Comb 
hair dryer, CFL electric shaver, 
and RotoShine electric shoe polisher 
will be nationally advertised. 

Ronson ads will appear in Sports 
Illustrated, Esquire, Life, Look, 
Holiday, and the Saturday Evening 
Post. 


Pick name now for Small 
Business Investment Co. 


There’s a lot of activity in the 
Small Business Investment Aet, 
and businessmen wishing to start 
a company under this act have been 
advised to register their corporate 
names early. 

The Small F.asiness Adminictra- 
tion advises: “Examine the laws of 
your state concerning reserving 
corporate name or names. If you 
can reserve a name for your com- 
pany, you'll protect it from being 
used by some other firm, or dis- 
cover whether that name has al- 
ready been chosen by someone.” 

The Small Business Investment 
Co. Act (see HARDWARE AGE, Aug. 
28, pp 10; Sept. 25, pp 59; and Oct. 
23, pp 184) provides funds for 
companies formed by groups of 
small businessmen who wish to aid 
themselves or their business com- 
munities. 

Under present SBA rules, pro- 
posed corporate names must in- 
clude the words: Small Business 
Investment Company. The name 
must have SBA approval. 

Dealers wishing to make a pro- 
posal to operate a small business 
investment company, or seeking 
further information should contact 
their local SBA office, or write to 
SBA at Washington, D. C., for 
form No. 414. 


Risks are greater now 
so protect your cash 


The Christmas season is a good 
time to take extra precautions to 
avoid loss of cash. 

Sales are at a peak so there is 
extra money around your store. 


There’s lots of extra rush, too, with 
extra inshipments of merchandise, 
extra sales help, and special trips to 
the stock room to find merchandise 
that is short on the sales floor. 

The entire setup is right for pil- 
fering, and for robberies and break- 
ins. 

Hardware dealers can _ protect 
themselves by taking some extra 
precautions. Here are some sugges- 
tions from the Mosler Safe Co.: 

(1) Keep the least possible 
amount of cash in your registers. 
Bank often. 
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(2) Deposit the cash from after 
banking-hour sales that evening. 

(3) Vary your schedule of bank 
trips, so you do not make trips at 
the same time and same route each 
day. 

(4) Record numbers of “bait” 
bills to give thieves in case of a 
hold-up. 

(5) Have a good safe, in a promi- 
nent place in your office with a light 
near by. 

(6) Never take cash home at 
night. 


THERE'S 
PRESTIGE 
AND PROFIT 
IN YALE 


From Yale, pioneer in 
lock and hardware 
progress, you get a 
complete customer- 
satisfying line...the 
kind that brings repeat 
sales and builds 
respect and loyalty for 
your store. Yale’s 
assured quality and 
performance, wide 
price range, 
merchandising 
assistance, will give 
you fast and profitable 
turnover. Stock today. 
Call your jobber or 
write to: The Yale & 
Towne Manufacturing 
Company, Lock & 
Hardware Division, 
White Plains, N. Y. 


JUST MENTION YALE AND 
MAKE THE SALE 


YALE—REG. U.S. PAT. OFF. 


YALE & TOWNE 
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News About Dealers: Christmas Wrapping 
Mailing Service Featured At Mclntire’s 





Washington, D. C.—McIn- 
TIRE HARDWARE has a Christ- 
mas gift wrapping and mail- 
ing service as an added sales 
touch to all its stores this 
year in suburban Washing- 
ton. Each store has a 2 x 4 
ft counter with a sign an- 
nouncing gift wrapping and 
mailing as “another McliIn- 
tire service.” Each store has 
a supply of silver gift wrap 
paper, silver boxes with the 
McIntire imprint, and rib- 
bons. Bows are made in ad- 
vance, so everyone in the 
store can wrap a gift and tie 
in the bow. One of MclIn- 
tire’s stores has a contract 
post office where gifts are 


mailed. The service is free, 
except for a charge of 35¢ 
on purchases under $5. 


Watertown, Minn.—SwWan- 
Sson’s OUR OWN HARDWARE 
held a grand reopening Nov. 
13-15 after completing a full 
scale remodeling job on the 
store. The three-day sale 
also marked the firm’s 40th 
year in Watertown. A full 
page ad in the Carver 
County News offered many 
specials and there were door 
prizes and gifts for those 
who shopped in the colorful, 
modern store during the 
sale. 

(Continued on page 110) 





AIM Program of Dues 
Continues Expansion 


The AIM Program of 
Dues, Inc., Dayton, Ohio, 
wholesaler, has expanded to 
12 dealers in Dayton and 
will move into Cincinnati, 
Columbus and Indianapolis. 

AIM (An Independent 
Merchant) is a program of 
newspaper advertising put 
on with the combined efforts 
of Dues and each dealer. 

Dues furnishes art and 
make-up work and the dealer 
pays the cost of running 
the ad. A dealer committee 
selects the items to be pro- 
moted throughout the year. 

The program is set up on 
a planned schedule of every 
three months with the ads 
spaced from one to three 
weeks apart. 


Ox Fibre Brush Elects 
Sales Vice-President 


Melvin H. Partridge, gen- 
eral sales manager of Ox 
Fibre Brush Co., Frederick, 
Md., was elected vice-presi- 
dent at a recent board meet- 
ing. 

He joined the sales depart- 
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ment in 1931 and was named 
sales manager in 1940. He 
has been general sales man- 
ager since 1946. 


Gambles Will Build 
$134 Million Warehouse 


Gamble-Skogmo, Minneap- 
olis based wholesale and re- 
tail firm, is ready to build a 
280,000 sq ft warehouse at a 
cost of about $1,750,000 in 
St. Louis Park, a suburb of 
Minneapolis. It is waiting 
for approval of a building 
permit. See picture on page 
112. 

This new building, accord- 

(Continued on page 106) 


American Hardware's 
Virgil Hall Retires 


Virgil O. Hall, assistant 
general manager, has retired 
from American Hardware 
Supply Co., dealer-owned 
Pittsbu: zh wholesaler. 

Mr. Hall joined American 
as a buyer in 1941 and later 
became manager of purchas- 
ing. He has been assistant 
general manager for the past 
five years. 

Mr. Hall will live in West 
Union, West Virginia. 





JOHN R. BAKER 


Belknap Promotes Baker 
To Fill Price's Post 


John R. Baker has been 
promoted to regional sales 
director for Belknap Hard- 
ware & Mfg. Co., Louisville, 


Ky. He replaces Charles B. 
Price, Jr., who has resigned 
to go into the wholesale fur- 
niture business. 

Mr. Baker, whose territory 


includes Tennessee, Mis- 
sissippi and Alabama, came 
to Belknap in 1946 and 


w.thin a year became a rep- 
resentative with headquar- 
ters in Moberly, Mo. In 1956 
he became sales manager of 
the Western division. 

Mr. Price also joined Bel- 
knap in 1946 and was a rep- 
resentative for three years 
with headquarters in Tupelo, 
Miss. In 1951 he was called 
to Louisville to serve as 
sporting goods buyer. He 
took over his most recent po- 
sition in 1955. Mr. Price has 
also resigned from the Bel- 
knap board of directors. 





C. E. Hamilton Elected President; Dixson 
New Champion Of Southern Golf Association 


W. N. Dixson, Jr., Brown- 
Rogers-Dixson Co., Winston- 
Salem, N. C., won the cham- 
pionship flight of the 
Southern Hardware Golf 
Assn. tournament, and the 
Southern Hardware Golf 
“Shovel” championship _re- 
volving trophy. 

This was the third annual 
tournament held Nov. 13-15 
at the Mid-Pines Club, 





Southern Pines, N. C. 

Officers elected for 
coming year are: 

President, C. E. Hamilton, 
Odell Hardware Co., Greens- 
boro, N. C. 

First vice-president, John 
J. Wallace, Clemson Bros., 
Middletown, N. Y. 

Second vice-president, 
Worth B. Plyler, Monroe 


the 


(Continued on page 110) 


NS 


New officers of the Southern Hardware Golf Assn. are: (left to 


right) J. A. Wallace, Clemson Brothers, first vice-president; C. E. 
Hamilton, Odell Hardware Co., president; Worth B. Plyler, Monroe 
Hardware Co., second vice-president; and H. M. Worthington, 


secretary and treasurer. 
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Merchants Of Madison 
Join In Ad Campaign 


Merchants from all parts 
of Madison, Wis., have 
united in a $50,000 advertis- 
ing and promotion campaign 
toward 600,000 consumers in 
19 counties. The objective is 
to get more shoppers into 
Madison. 

The year ’round campaign 
uses an off-beat soft sell ap- 
proach and the slogan is 
“Shopping’s Fun In Madi- 
son.” Symbol of the cam- 
paign is a cartoon character 
named Shopmore Easily. 
General direction is being 
handled by the Greater Mad- 
ison Promotion Committee of 
the Madison Chamber of 
Commerce. 

Each merchant is support- 
ing the program, which 
started Nov. 23, on the basis 
of 1/10 of 1 percent of an- 
nual sales volume. 


For Christmas, the cam- 
paign includes 14 newspaper 
ads and about 300 television 
and 500 radio announce- 
ments. 


Rabinowe & Co. Breaks 
Ground For Addition 


E. Rabinowe & Co., New 
York wholesaler, has broken 
ground on a new 45,000 sq ft 
addition to its warehouse in 
Yonkers as part of an ex- 
pansion program. 

The $250,000 addition will 
give the firm a total of 80,- 
000 sq. ft of space with a 
seven-car railroad siding and 
facilities for unloading 15 
trucks at a time. 

The 59-year-old firm will 
install a new system for 
rapid merchandise handling, 
with modern conveyor sys- 
tems and the latest in mate- 
rials handling equipment. 
See picture on page 113. 





Water Systems Men Set 4-Point 1959 Plan; 
Elect F. B. Hout Association’s President 


An industry-sponsored pro- 
motional film, “Think About 
Water,” produced for public 
showings and an _ industry 
certification seal were among 
the subjects discussed at the 
26th annual meeting of the 
National Assn. of Domestic 
& Farm Pump Manufac- 
turers. The meeting was held 
Oct. 360 and 31 in the Sher- 
man Hotel, Chicago. 

Although the association 
will continue promotion of 
National Water Systems 
Month, for the llth year, in 
May the 16 mm color and 
sound film, “Think About 
Water,” will be the basis for 
a new approach to promotion 
in 1959. 

The film was previewed 
at the convention and will 
be available for showing be- 
fore civic and social groups, 
schools and for TV showings 
after the first of the year. 

The film is part of a four- 
point program for 1959. The 


association will seek to: 

(1) Enhance the prestige 
of the industry’s products to 
wholesale and retail distrib- 
utors. 

(2) Work toward better 
understanding of the indus- 
try’s products on the part of 
the public and in related in- 
dustries. 

(3) Increase cooperation 
with power suppliers in pro- 
motion of water systems. 

(4) Promote the basic 
quality of private water sup- 
ply systems. 

Richard Reeves, chairman 
of the Standards & Per- 
formance Testing Commit- 
tee reported on an industry 
certification seal. The cer- 
tification seal will be avail- 
able for use on pumps in 
July, 1959. It may, however, 
be used in advertising and 
catalog descriptions any time 
after Jan. 1. 

Initially, a  self-certifica- 

(Continued on page 111) 
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Janney Elects B. J. Case Board Chairman; 
Hatfield Named President; Twe Hills Retire 





BENTON J. CASE 


Benton J. Case has been 
elected chairman of the 
board and chief executive of- 
ficer of Janney, Semple, Hill 
& Co., Minneapolis whole- 
saler. Mr. Case was presi- 
dent of the firm. 

Lawrence M. Hatfield, first 
vice-president of the com- 
pany, has been elected presi- 
dent, succeeding Mr. Case. 

Henry W. Hill, a_ vice- 
president and director of the 
company, will retire on Jan. 
1, after 44 years with Jan- 
ney. However, he will con- 
tinue as a director and will 


LAWRENCE M. HATFIELD 


be available for consultation. 

Horace P. Hill, a vice-pres- 
ident and director, has also 
announced his retirement 
from active duties with the 
firm. He will remain a direc- 
tor and will serve as a con- 
sultant on special assign- 
ments. 

The realignment of the ex- 
ecutive staff of Janney does 
not indicate any change in 
the stock holdings of the 
principal owners of the com- 
pany, according to Mr. Case. 
There have been no changes 

(Continued on page 110) 





Dealers Honor Troxeil, 
Retired Bingham Man 


Hardware dealers, busi- 
ness associates and represen- 
tatives from W. Bingham 
Co., honored F. L. Troxell at 





F. L. TROXELL 


a dinner Oct. 12 in Ebens- 
burg, Pa 

Mr. Troxell retired  re- 
cently from W. Bingham Co., 
Cleveland wholesaler, after 
serving as a salesman in the 
same territory for 43 years. 


Conron of Illinois 
Adds Warehouse Space 


Conron, Inc., Danville, II1., 
wholesaler, held an open 
house recently to celebrate 
completion of an addition to 
its Davenport, Iowa, branch 
warehouse. 

There were 350 dealers 
and their employes on hand 
to look over the 5000 sq ft 
addition to the Davenport 
plant which is in its fifth 
year of operation. 
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Gambles Will Build 
$134 Million Warehouse 


(Continued from page 104) 
ing to K. O. Bristol, ware- 
housing manager, will be 
headquarters for and service 
the 460 independent Gamble 
authorized dealers and 67 
company-owned Gamble 
Stores. It will be one of 
eight warehouses operated 
by the company. 

An area of 260,000 sq ft 
will be for receiving, stock- 
ing, packing and shipping. 
The remaining area will be 
for offices, service depart- 
ment, record vault, lunch 
room and utility rooms. 

The 620 x 452 ft building 
is on a 22-acre site that pro- 
vides adequate parking and 
space for expansion of over 
675,000 sq ft. Flow of mer- 
chandise from receiving to 
shipping will be speeded by 
a 1,247 ft in-the-floor drag- 
line. 


J. W. Mathews Honored 
By Stanley Tools Div. 


James W. Mathews was 
honored recently for his 50 
years of continuous service 
with Stanley Tools Div., 
Stanley Works, New Brit- 
ain, Conn. He is the dean of 
Stanley hand tool salesmen. 


Officials of Stanley and 
co-workers, presented Mr. 
Mathews with a miniature 
Early American tool chest 
containing 50 silver dollars. 
C. Kenneth Freedell, vice- 
president of Stanley Works 
in charge of the hand tool 
division, made the presenta- 
tion. 


News of the Trade 





Mr. Mathews began his 
career in the Stanley fac- 
tory in Sept., 1908, following 
graduation from high school. 
One year later, he was 
transferred to the company 
offices. In 1911 he moved to 
the New rork office and later 
covered New York City and 
New Jersey. He became as- 
sistant sales manager in 
New York in 1918. 

Since 1920, Mr. Mathews 
has covered, at various 
times, New York, Pennsyl- 
vania, Maryland, Washing- 
ton, D. C., and West Vir- 
ginia. 

The Mathews family lives 
in New Cumberland, Pa. 


NHMA Gives Refund To 
Housewares Exhibitors 


A refund of 22 percent of 
exhibit fees paid by exhibi- 
tors for space in the July 
1958 NHMA Housewares 
Exhibit in Atlantic City was 
recently announced by Dolph 
Zapfel, secretary, National 
Housewares Manufacturers 
Assn. This was 2 percent 
greater than the refund after 
the July 1957 show. 


New Dealer Association 


A group of dealers from 
the metropolitan Wilming- 
ton, Del., area recently held 
a meeting to form an inde- 
pendent association. The 
group will meet monthly to 
discuss general trade prob- 
lems, and formulate promo- 
tional plans. Samuel Kagel, 
Kagel Paint & Hardware, 
was elected temporary chair- 
man. 





Ry ea : 


James W. Mathews (right), dean of hand tool salesmen for Stan- 
ley Tools Div., Stanley Works, New Britain, Conn., receives gifts and 
honors symbolizing his 50 years of service. C. Kenneth Freedell, Stan- 
ley vice-president in charge of the hand tool division, makes the 


presentation. 
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POPULAR-PRICED MODEL OF LANGLEY'S 
@ FAMOUS EASY-CASTING CLOSED-FACE REEL 


LANGLEY STATIONARY SPOOL 





NEW 


LANGLEY THUMB CONTROL 3 _ a 





LANGLEY CLOSED FACE 









ADVERTISED PRICE 


ony > 1 495 


Factory-filied with 120 yards 
6 ib monofilament 











LANGLEY STAR DRAG 


THE NEW 






CONVENIENT DOUBLE HANDLE 
LANGLEY CORPORATION DEPT. 46 
310 EUCLID AVE., SAN DIEGO 12, CALIFORNIA 














The 
tools 
to 
build 


profits... 





WRITE TODAY FOR FULLY ILLUS- 
TRATED CATALOG. NO OBLIGATION. 





To build volume and profit you need the right sales tools. 


‘ . ‘< . ; al Z ; Dept. H-21 
R-Line Store Fixtures are free-standing ... engineered metas Save rere Cox, Ine. 
to merchandise hardware attractively, openly... m0 N. State $t., Phils. 4, Pe. 
build sales . . . use limited floor space efficiently. Gentlemen: 


Large-scale production keeps costs surprisingly low. 


Please send me your fully illustrated catalog, 
Buy R-Line fixtures finished or unfinished. 


at no cost or obligation to me. 































-_ 
THERE'S AN | FIXTURE Name: 
Le Position : 
FOR EVERY | |_| NJ E) SALES vos! 
a oe Address: City: 
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DEALERS! 
Here’s the line that sells FASTER 


: 
' 
. 


the complete line...completely dependable! 
All the thicknesses and weights you'll ever need 





ASBESTOS PAPER: 


A full range 

of thicknesses 
and weights, 
from 8 to 64 
pounds per 

100 square feet 
18", 24” and 36” 
wide. 5 Ib., 10 
lb., 25 lb., 50 Ib. 
and 100 Ib. rolls. 





Grant Wilson 








ASBESTOS TAPE: 


2 and 3 inch 

widths, 500 to 
1500 foot 
packages, 
packed in 
cartons—easy 
to stock and 

use, no waste. 


















iJ MILLBOARD: AIR-CELL CORRUGATED: 
=a. Tough but not 4", ee", ’” 
brittle— and 4” thick 
thicknesses with or 
from 4," to without foil 
6 "—carton backing—37’” 
packed for wide rolls, 
protection packed in 
until used. cartons. 
bs DUX-SULATION: VIBRA-STOP: 
The world’s The Metal / 
best duct Fabric flexible 
insulation— duct connection 
4” and 1” that stops noise. 
thick. Costs Two weights of 





a little more, 
worth a lot more. 


metal, both canvas 
and asbestos types. 








FLEXI-DUCT: 
4”, 6" and 8” 
widths of 
selvage edged 
flexible 
asbestos 
woven duct 
connectors. 
Low cost, meets 
Underwriters’ 
requirements. 





FURNACE CEMENT: 


Smokeless, 
odorless, acid 
proof and 
fireproof, from 
1 pound cans 
to 100 pound 
steel drums— 


metal-to-metal seal. 








HOUSEHOLD ROLL ASBESTOS 
PAPER: In compact, red and 
—T black counter 

“sy display. 12 rolls, 
. each 18” wide, 
110” long — 
retail value 










7 


rant Wilson inc 


141 W. JACKSON BLVD. 





DEPT. HA 


THIS “BUYING & SELLING GUIDE™ 
TELLS YOU EVERYTHING YOU 
NEED TO KNOW ABOUT 
ASBESTOS OR INSULAT- 

ING MATERIALS. GET | — 
A COPY FROM 
YOUR WHOLESALER 
—IT’S FREE! 


Nese 






CHICAGO 4, ILLINOIS 



















News of the Trade 





brief reports of 


MANUFACTURERS SALESMEN 


@ National Can Corp., Chicago—Fred B. McNamara, for- 
mer sanitary can sales manager for the former Central-At- 
lantic Div., to Central Div. manager; S. V. O’Donnell, for- 
mer Chicago district manager, will assist Mr. McNamara; 
R. B. Ganung from New York district manager to Chicago 
manager; Ben F. Batcheler from staff to manager for Wis- 
consin, Michigan and Minnesota; C. O. Wood from staff to 
Ohio, central Indiana district. 


@ Pennsylvania Lawn Mower Div., American Chain & 
Cable Co., Exeter, Pa.—F. L. Rowe, formerly district sales 
manager for the American Chain Div. in Chicago, to dis- 
trict sales manager of the Pacific Coast territory He will 
be located at ACCO’s newly established warehouse at 890 
Tennessee St., San Francisco. 


@ Bolen’s Products Div., Food Machinery & Chemical 
Corp., Port Washington, Wis.—Hugh Blankenship from na- 
tional sales manager for a garden tool and tractor maker 
to district sales manager to cover a territory which includes 
New Jersey, Delaware, Washington, D. C., and parts of 
Maryland and Virginia. 


@ Mathias Klein & Sons, Chicago—Richard Colsant will 
cover the Southeast with headquarters in Atlanta, Ga.; 
Stafford Gavin to East North Central states out of Pitts- 
burgh; Ervin Suess to the Middle West out of Kansas City, 
Mo. 


@ Beacon Plastics Corp., Newton, Mass.—Chester C. Wil- 
lard to cover the Texas-Oklahoma territory. 


@ Washburn Co., Worcester, Mass.—Frank L. Berry from 


Worcester Div. sales department to New York sales office 
to handle all Androck lines. 


news in brief of 


MANUFACTURERS AGENTS 


@ Emery B. Hatch Co., Inc., Melrose, Mass., representa- 
tive, has elected two new officers following the retirement 
of Emery B. Hatch, president. Charles P. Howe, who 
joined the firm in 1945, has been elected president, and 
Frank A. Ross, who joined the firm in 1948, is the new sec- 
retary-treasurer. Mr. Hatch, who will live in Maine, ran 
his own hardware store from 1912 to 1916 then joined Frye- 
Phipps of St. Louis. In 1918 he opened the New England 
area for Supple Biddle, Philadelphia wholesaler, and later 
became a tool buyer with the firm. He resigned in 1922 to 
form his own agency. 


@ Plastic Products Corp., Cleveland—Missouri and Kansas 
have been added to the territory covered by Sup-Ro Sales 
Co., Kansas City. Sup-Ro, which represents all Plastic’s 
lines in Iowa and Nebraska, will also handle Plastic’s new 
Decor line of planters to be introduced at the end of the 
year; Texas and Oklahoma to Jim Packer, Dallas, for Bo- 
Kay planters, Town & Country mailboxes and the Decor 
line. 


@ Edwin H. Fitler Co., Philadelphia, Pa.—Oliver H. Dob- 
bins will cover western Pennsylvania, Ohio and western 
West Virginia beginning on Dec. 8. Mr. Dobbins will re- 
place Davie Jones, who plans to retire to his new home 
in Somerset, Pa. Mr. Dobbins was with the Union Supply 
Div. of U. S. Steel Corp., Pittsburgh, Pa. 


@ Edward Bank & Associates, Inc., Scarsdale, N. Y.—new 
agency formed to cover metropolitan New York, Long 
Island, Westchester, New England and New Jersey areas. 
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“For service and initiative above and be- 
yond the call of duty in suggesting “Scorcn”’ 
Brand Masking Tape with every paint sale!” 














keep your customers sold 





@ choice of aluminum, galvanoid or bronze—in 100’ rolls, 
in widths (including all Standard Widths) from 16” 
through 48” 

unrolls flat, stays flat; won’t bulge, buckle or pucker, 
when properly secured 

reinforced selvages provide a good body for tacking ... 
screening won't pull away from the molding, even where 
it’s “grooved-in” 

mesh is always uniform throughout . . . holes are clog-free 
... Wires are never snakey 

finishes add lustre, increase light transmission, eliminate 
unsightly streaks and stains 

Contact the sales office nearest you, for information and prompt delivery. 


GOLD STRAND 


Uh INSECT WIRE SCREENING 


PRODUCT OF WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 


WICKWIRE SPENCER STEEL DIVISION—Atlonta + Boston * Buffalo * Chicago * Detroit 
New Orleans * New York * Philadelphico THE COLORADO FUEL AND IRON CORPO- 
RATION — Albuquerque * Amarillo * Billings * Boise + Butte * Denver * El Paso * Ft. Worth 
Houston * Lincoln (Neb.) + Los Angeles * Oakland * Oklahoma City * Phoenix * Portland 
Pueblo * Salt Loke City * San Francisco * San Leandro + Seattle * Spokane * Wichita 

5774 





HARDWARE AGE, DECEMBER 4, 1958 

















a 
MOST MODERN 


LEMME ala R LINE IN AMERICA! 







































NEW! 
ViSiI-D 


Mest Chef 
THERMOMETER 


... can be read from any angle! 


The only meat thermometer that can 
be used anywhere — oven, rotisserie, 
outdoor grill — read from any angle 
without removing meat from oven. 
The Visi-Dome Meat Chef is a 
quality thermometer, too . . . rust 
resistant construction, heatproof 
porcelain enamel dial, stainless 
steel stem . . . and it is WAR- 
RANTED by Cooper. Enjoy big 
profits! Order now! 


im; 
. anew touch of charm «++ Companion piece to the 

for the bome! Suffield Thermometer! 
= regal creation in gleam- Now with the Suffield and 
brush brass and 7 the Newport you can sell a 
Ms bed hardwood ... complete weather package 
masterpiece of ageless Bot —two items as easily as 
ty, matchless precision spe- one. The Newport is beau- 
cially styled and priced for tifully finished in gleaming 
fast turnover, top profit. brush brass and hand-rubbed 
Early American secon hardwood. Accurately fore- 

$495 casts all ae 
it $4 ted ¢ 95 
ot 4 









4, OUTDOOR THERMOMETER 


. easy to read from 
within the bouse! 


A magnificent thermometer designed 
to give years of accurate service. 
‘ Translucent dial, movable bracket, 
ree SR — — reading position. Pack- 

sed aged in striking gift box. Sells on 
Rest” 9495 7 
‘ 


sight! Be sure to order this one. 


The Leader In Temperature Measuring Devices Since 1885! 
THE COOPER THERMOMETER COMPANY 








MOTOR SELECTOR GUIDE! 


The Most Effective Motor Sales Aid Ever Devised! 


This unique “silent salesman” tells customer instantly 
the motor he needs... eliminates indecision, stimu- 


lates customer to buy now. 


Makes It Easy For You To Sell 





Here’s Why!... 


© Exclusive Design Features 


© Complete Line 


© Self-Selling Motor Display 


eS) 





® Motor Tags, Highlighting 


Motor Features 


@ National Advertising 


USE THIS CONVENIENT COUPON TO ORDER YOUR FREE MOTOR 
SELECTOR GUIDE TODAY 

a 
ee en ee 


THE EMERSON ELECTRIC MFG. CO., Dept. M-192 


ST. LOUIS 21, MO. 


E Send me a Free Motor Selector Guide. 


Nome 





3 Company 





Street 





City 





EMERSON-ELECTRIC 


of St. Lovis 





















Janney Elects Case; 
Hatfield is President 


(Continued from page 105) 
in holdings, and none is an- 
ticipated, he said. 

There are no changes in 
the responsibilities of other 
officers of the firm. 

The third quarter of this 
year saw 45 more dealers 
join the Service & Quality 
Stores program of Janney, 
Semple, Hill & Co., Minne- 


apolis wholesaler. This is the 


News of the Trade 








largest quarterly increase in 
the company’s history. The 
year’s total for new stores 
added is 100. 

Volume increase, as a re- 
sult of the new stores, is es- 
timated at $1,350,000. 

Of the newly added stores, 
20 are in Missouri, nine in 
Kansas, three in Wisconsin 
and Colorado, two in lowa 
and Illinois, and one in Min- 
nesota, Oregon, Idaho, Mon- 
tana, Indiana and North Da- 
kota. 





News About Dealers: 





(Continued from page 104) 

Long Beach, Calif—Doo- 
LEY’S HARDWARE recently held 
a ground-breaking ceremony 
for an addition to its store. 
Charles Dooley, owner of the 
business, is making the im- 
provement as part of the jobs 
in Long Beach campaign. 





Downsville, N. Y.—NEFF’S 
HARDWARE has been  pur- 
chased by Mr. and Mrs. Wil- 
liam Wood of Suffern, N. Y. 
Mrs. Roger Neff has oper- 
ated the store since her hus- 
band’s death several years 
ago. 


Chicago — ALLEN HArRpD- 
WARE & AUTO SUPPLY was 
opened recently as an S & Q 
store at 7806 W. North Ave. 
The four-day opening in- 
cluded special offerings, 
paint demonstrations and 
the showing of a 1904 horse- 
less carriage. 


Trimalawn Name Change 


Trimalawn Mower @& 
Equipment Co., Inc., Floral 
Park, LL. I., N. Y., has 
changed its name to Garden 
Equipment Corp. Headquar- 
ters will be at 9 Tulip Ave., 
Floral Park, L. I., N. Y.., 
with warehouses in Straf- 
ford, Pa., Bridgeport, Conn., 
and Jersey City, N. J., as 
well as in New York. 

Joe Franco has joined the 
firm to cover Connecticut 
and part of New York state. 
And, George Meade is now 
covering several counties in 
east central Pennsylvania. 


Mailing Address Change 


Southwest Hardware Co., 
a dealer-owned wholesale 
house, has a new mailing ad- 
dress: 1°827 S. Carmenita 
Rd., Santa Fe Springs, Calif.., 
as the result of annexation. 
The company was previously 
addressed in Norwalk, Calif. 





C. E. Hamilton Heads 
Southern Golf Assn. 


(Continued from page 104) 


Hardware Co., Monroe, La. 

Secretary-treasurer, H. M. 
Worthington, H. Linn 
Worthington Co., Garrison, 
Md. 

Chairman of the executive 
committee is Douglas W. 
Franck, Safe Padlock & 
Hardware Co., Lancaster, 
Pa., former president. 

Executive committee mem- 
bers elected for three years 
are M. H. Campbell, Camp- 
bell Chain Co.; John A. 
Wright, Diamond Expansion 
Bolt Co., and Harry E. A. 
Keenan, Phillips Hardware 
Co. 

There were 88 players in 
this year’s tournament. 

The revolving trophy is a 
silver shovel, crossed with a 
golf club. 

Two members qualified as 


medalists were Mr. Dixson 
and Al Low, Jr., Samson 
Cordage Co., Boston, with 74. 

The flight winner and run- 
ner up in each flight were: 

First, Mr. Dixson, Robert 
W. Woody. 

Second, H. Talgo, Vincent 
P. Lowe, Jr. 

Third, Charles H. 
ing, Henry L. Clark. 

Fourth, Arthur L. Hum- 
phries, Clarence E. Nichols, 
Jr. 

Fifth, Richard C. Am- 
spacher, W. Eiken Berry. 

Sixth, Russell Hoehl, A. E. 
Beil. 

Seventh, John J. Wallace, 
Walter H. Carison. 

Eighth, Harry M. Hanson, 
Howard W. Owen. 

Ninth, Stuart M. Jones, 
Lawrence McKay. 

Tenth, Richard O. Hanson, 
Waldo J. Tastet, Jr. 

Eleventh, Clarence E. 
Kendall, Jay D. Jones. 


Dunn- 
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Water Systems Men Set 


4-Point 1959 Program 

(Continued from page 105) 
tion program carried out in- 
dividually by member com- 
panies will be the basis for 
selecting which products 
merit the seal. 

The association will par- 
ticipate with the National 
Water Well Assn., Water 
Conditioning Foundation, 
and Water Heater Division 
of the National Electrical 
Manufacturers Assn. in a 
series of three-day state 
water supply workshops for 
power suppliers. Dealers will 
be welcome at these work- 
shops. 

Speakers discussed water 
conditioning, consumer credit 
and programs conducted in 


cooperation with the Na- 
tional Water Well Assn. 
F. B. Hout, president, 


Barnes Mfg. Co., Mansfield, 
Ohio, was elected president 
of the National Assn. of 
Domestic & Farm Pump 


News of the Trade 


Manufacturers, to succeed 
Jack H. Thomsen, Dempster 
Mill Mfg. Co., Beatrice, Neb. 

Henry S. Lauterbach, 
president, Sta-Rite Products, 
Inc., Delavan, Wis., is the 
new vice-president. 

New directors are Louis 
Wozar, president, Tait Mfg. 
Co., Dayton, Ohio, and 
Walter Deming, president, 
Deming Co., Salem, Ohio. 

R. W. Lewis, general man- 
ager of dealer sales, Fair- 
banks Morse & Co., Chicago, 
was named chairman of the 
general planning and mar- 
kets committee. Frank 
Hickey, Jr., Tait Mfg. Co., 
was named vice-chairman. 

G. A. Patterson, vice-presi- 
dent, Sta-Rite Products, Inc., 
Belvidere, Ill., was reelected 
chairman of the engineering 
comnuittee. 

J. P. Curtin, vice-presi- 
dent, George D. Roper Corp., 
Rockford, Ill., retiring treas- 
urer of the association, was 
awarded a special plaque in 
honor of his long service. 





12 More Dealers Join 
Ace Hardware Group 


Twelve more hardware 
dealers have become affili- 
ated in the past month with 


Ace Hardware Corp., Chi- 
cago wholesaler, as Ace 
Hardware Stores. This 


brings the total number of 
Ace stores to more than 300 
in 13 states. 

The new affiliations are 
three in Ohio, two in Flor- 
ida, Michigan and Wiscon- 
sin, and one in Minnesota, 
Indiana and Tennessee. 


Ekco Forms 2 New Sales 
Divisions In Housewares 


Two new sales divisions 
have been formed by Ekco 
products Co., Chicago, to 
handle all of its more than 
3000 housewares items. 

The new divisions are 
Ekco-Autoyre under  vice- 
president Maurice B. Coss- 
man, and Ekco-Flint under 
vice-president Donald R. 
Long. 

Autoyre products, formerly 
sold through a separate sub- 
sidiary, include lines manu- 
factured at Canton, Ohio, 
and Chicago. 

All of the company’s na- 
tionally distributed Flint 
products are now grouped in 
the Flint division. 

The Autoyre division also 
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is responsible for Ekco’s 
lower and medium priced 
kitchen tools, bakeware, gad- 
gets, mops, and barbecue 
tools. 

Mr. Cossman was vice- 
president in charge of Ekco’s 
Chicago sales division. Mr. 
Long held a similar position 
as head of the Geneva divi- 
sion. 


Midwest Hardware Show 
Holds Space Drawings 


The 1959 Midwest Hard- 
ware & Housewares Show 
management recently con- 
ducted drawings for exhibi- 
tion space for the 1959 show 
at the Navy Pier, Chicago. 

All exhibitors at the 1958 
show were invited to attend 
the drawing for 1959 space. 
Additional applications for 
space will be on a first-come, 
first-served basis, the man- 
agement announced. 


Exhibit Dates Named 


Sterling Mater‘al Supply 
Co., Chicago wholesaler, will 
hold its semi-annual spring 
goods merchandise show and 
convention Jan. 18 and 20 at 
the Pulaski Ballroom, 1709 
S. Ashland Ave., Chicago. 
Hours will be: Jan. 18, 9 
a.m. to 6 p.m.; Jan. 20, 6 
p.m. to 10:30 p.m. 
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WHEN YOU 
BUY THIS 


“PACKAGE” 
DEAL 


R42 x PKA-3 


CONSISTING OF 


KEY DUPLICATING 
MACHINE, MOTOR, 
ROTARY KEYBOARD 


plus 


1020 of the most 
popular 


KEY BLANKS 
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YOU CAN CUT ay 
CYLINDER AND & ee 
CAR KEYS “A 
QUICKLY AND 
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AND TO HELP YOU SELL KEYS, YOU GET 


This Sign FREE! 
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> KEYS MADE 
Cast Aluminum 12” x 27” 


MAIL COUPON TODAY 


CHARLESTOWN. H /, 
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KEIL LOCK CO., INC. 
Charlestown, New Hampshire 


Please send complete information on your 


R 4‘ x PKA-3 “Package” Deal plus FREE Key 
sign. 
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News of the Trade 


Gamble-Skogmo To Build 280,000 sq ft Warehouse In Minneapolis Suburb 
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ee 


- s 






Artist sketch shows planned new warehouse of Gamble-Skogmo, Inc., Minneapolis wholesaler, which will be built in St. Louis Park, suburb 
of Minneapoiis. Work will begin immediately upon approval of the building permit for the 280,000 sq ft structure. See story on page 104. 





Tyo Elected President 
Porter-Cable Machine 


Porter-Cable Machine Co., 
Syracuse, N. Y., has elected 
Robert C. Tyo president. He 
succeeds DeAlton J. Ridings 
who continues as chairman 
of the board. 

Mr. Tyo, who has been 
vice-president and _ general 
manager since 1956, contin- 
ues as general manager and 
now acts as chief executive 
officer for the firm. 

Mr. Tyo has been with 
Porter-Cable since 1943. He 
is a director of the firm and 
is president of the com- 
pany’s Canadian subsidiary. 
He is also a director of the 
Manufacturers’ Assn. of Syr- 
acuse and the Morris Ma- 
chine Works. 

Mr. Ridings has been with 





Robert C. Tyo (right), newly elected president of Porter-Cable Ma- 


Porter-Cable for 35 years 
starting as a salesman. He 
became president in 1946. 
Mr. Ridings is also a direc- 
tor of the Syracuse Manu- 
facturers’ Assn. and the 
Lamson Corp. 


Albany Hardware & iron 
Plans Show in January 


Albany Hardware & Iron 
Co., Albany, N. Y., whole- 
saier, has announced that for 
the second year it will hold 
its See-N-Save Days exhibit 
Jan. 25 to 27. 

The show will be held at 
the company’s headquarters 
and will include displays of 
more than 150 manufactur- 
ers of hardware and related 
lines. 





chine Co., Syracuse, N. Y., talks to DeAlton J. Ridings who became 


chairman of the board. 
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Paint Salesmen’'s Assn. 
Elects New Officers 


The National Paint Sales- 
men’s Assn. elected new of- 
ficers at its recent annual 
convention in Atlantic City. 

They are: president, Ted 
Kisten, Jewel Paint & Var- 
nish Co., Evanston, IIl.; first 
vice-president, Lou Snyder, 
Elliott Paint & Varnish Co., 
Philadelphia; second vice- 
president, Jack Allnut, manu- 


OBITU 


A. G. Rorabeck 


A. G. Rorabeck, chairman 
of the board of the Geo. 
Worthington Co., Cleveland 





A. G. RORABECK 


wholesaler, died Nov. 14 in 
Fort Lauderdale, Fla. He 
joined that company in 1909 
at the age of 16. Five years 
later he represented the com- 
pany in the Canton area. He 
was appointed sales manager 
in 1936 and elected a direc- 





facturers’ representative, 
Havre de Grace, Md.; secre- 
tary-treasurer, George H. 
Chatham, G. D. Weatherill & 
Co., Drexel Hill, Pa. 
Highlights of the conven- 
tion included talks by Ray 
Hill, director of public infor- 
mation, National Paint, Var- 
nish & Lacquer Assn.; and 
Dee Belveal, executive di- 
rector, Retail Paint & Wall- 
paper Dealers of America. 


ARIES 


tor in 1938. In 1939 he was 
made vice-president and di- 
rector of sales. In 1947 he 
was elected president of the 
company, an office he held 
until January of this year 
when he was elected chair- 
man of the board. He was 
also former president of the 
Hartville (Ohio) Hardware 
Co. 


Joe D. Garner 


Joe Davis Garner, assis- 
tant treasurer and credit 
manager of Summers Hard- 
ware & Supply Co., Johnson 
City, Tenn., died recently in 
that city. He had been asso- 
ciated with the firm for 10 
years. 


Gene West 


Gene West, 61, Brownton, 
Minn., who operated the 


Brownton Our Own Hard- 
ware, died after an illness of 
two years. 
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eg CONST. CO. INC. 
J YONKERS. N.Y. 


Officers of E. Rabinowe & Co., Inc. 
New York wholesaler, hold informal 
ground breaking ceremonies for a new 
addition to its warehouse in Yonkers. 
Left to right: Albert Rabinowe, treas- 
urer; Manny Rabinowe, sales manager: 
and Max Zimberg, merchandising man- 
ager. See story on page 105. 


The spotlight was on the new Clemson Reel-Pac band saw blade dispenser at the four-day sales meeting held recently 
at Clemson Bros., Inc., headquarters in Middleton, N. Y. Representatives and officials of the Clemson Companies 
heard sales and advertising plans for 1959 and took a series of refresher courses in the application of Clemson products. 


&. 
“ 
as * he . ao — D ’ . SES 


Dealer personne! numbering 680, representing 225 firms, were in*attendance at the first JubiLEE dealer show held Oct. 19 by the Lee Hard- 
ware Co., Salina, Kansas wholesaler. The show, whic’: boasted 64 manufacturers’ booths, was held in Salina's Agricultural Hall. Highlights 


included a dinner, booth specials and many prize drowings. A. J. Schw artz, president and Wendell E. Young, vice-president were so pleased 
at the event's success that they plan to hold others in the future. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
ch additional word........... .10 
Positions Wanted 
(Special Rate) set solid, maximum 
I a 2.00 
Eoch additional word........... Ai 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 

5°% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





NOTE: Samples of merchandise, literature. 
catalogs, etc., will not be forwarded te box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to Hard- 
ware Age—Classified Section. not currency or 
stamps. 











Representatives Wanted 





Representatives Wanted 


Representatives Wanted 











WEW LINE, PACKAGED, SELF-SERVICE 
ALUMINUM TRIM. AVAILABLE ALL TERRITORIES 


20 best selling shapes and sizes packaged in color- 
ful, self service display container. Write for illus- 
trated literature. Send full details of territory 
covered and line handied. 
Address Box N-25, care eof HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 





REPRESENTATIVES WANTED 


Experienced Hardware Representatives now calling o 
Wholesale Hardware, Builders Hardware, Building 
Supply outiets, Lumber yards, Millworks. Comeiete 
line of Bi-Pass Sliding door Hardware, Pocket door, 
Folding door hardware, Aluminum weather stripped 
thresholds, Aluminum weather stops— 
Quality, yet most competitive. {0% Commission— 
Repeat Business—Protected territories. 
U. S. Aluminum Products Corp. 
P.O. Box 12, North Miami Beach, Florida 





FRANCHISE AVAILABLE 


Products never before offered on the market. te be 
sold to the construction, trucking, and automotive 
industry. All territeries are now available. Give 
a complete resume of your background and territory 
you are interested in. 


HUDSON T. MARSDEN MFG. CO.., 
645 Beahan Road, Rochester II, 


INC. 
New York 

















AGENTS WANTED 


New plumbing supplies item. Direct to 
dealers. $20 to $40 daily and repeats. 
Kinnard Sales, 19 Glenwood Road, Upper 
Montclair, New Jersey. 





ee ——____ — $$ —_——$—$— TT 








WE ARE LOOKING FOR MANUFACTURER'S 
AGENTS now calling EXCLUSIVELY on the Retail 
Hardware and Retail Lumber Yard Trade in the 


midwestern, southwestern, northwestern states and 
Virginia, Georgia, Alabama and New Orleans, La., 
to sell a complete line of fasteners. We offer a good 
proposition with liberal commission. 


SHARON BOLT & SCREW CO., INC. 








ENDICOTT ST.. NORWOOD, MASS. 





EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing s Ity item packaged for 
sale to plumbing sup houses, hardware distrib- 
utors and retailers. Caines demonstration sells 
8 out of 10 on first call. Address: Box A-22, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


SALESMAN—SELL PAINT BRUSHES, to 
industrials, hardware, paint stores quality line. 
Liberal commission. Protected territories. Only 
men now calling on this —< with ie lines 
will considered. SIRA BRUSH CO., INC., 
119 W. 23rd St., New York 11, N. Y. 





WELL - ESTABLISHED | REPRESENTA. 
TIVES WANTED by long-established importer of 
long line of ge age were tools. Must be well 
introduced with the hardware, automotive, drug 
chains, and related trades. Territories open: Texas, 
Oklahoma, Arkansas; Indiana, Ohio, Kentucky, 
West Veuee, San Francisco | area; upstate New 
York. In reply give experience, territory, and 
what other limes carried. Address: ox N-10, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 











iar aaa cao calling on hardware — 
to sell quality line o 
foraishings in on Clr. muehtianed territory. High 
commission Sta wor and experience with 
references. MODISH Cc AFTSMAN CO., Box 
566, Springficid, Ohio. 





PY crema OF A COMPLETE 
LINE OF Masonry A s packaged for the 
Do-It-Yourself trad: seeks resentatives cor- 
tacting wholesale Retail Hardware outlets. 
Address: 
Chestnut & 56th Sts., 


Box N-19, care of Harpware AcE, 
Philadelphia 39, Pa. 
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TOP REPRESENTATION WANTED 


Aggressive expanding manufacturer with non-competi- 
tive patented line of Aerosols (household and garden) 
has established exceptional sales record in New Eng- 
land. Seeks agents with best department store-dis- 
tributer connections in hardware, garden, sports. 
Write advising territory and limes now carried. Ad- 
dress: LYNWOOD LABORATORIES, Norwood, Mass. 
(Attention of Fabul. X. Industries Division.) 











WE ARE OPENING THE TERRITORIES 
OF KENTUCKY, OHIO, and WESTERN 
TENNESSEE. Have openings for energetic 
salesmen to handle our line of inexpensive paints 
in conjunction with the compatible hardware or 
variety line you are now handling. Highest 
commissions paid on a product that is well estab- 
lished in 12 Southeastern states. This is an 
opportunity to handle competitive priced paint 
that is a tremendous merchandising item in all 
types of stores. Give full details in first letter. 
Hampton Paint Mfg. Co., Inc., Hampton, Vir- 
ginia. 





A PROFITABLE PAINT 
BRUSH LINE? fe are well known national 
manufacturers of high quality, competitively 
priced, paint brushes of every description; pure 
bristle and nylon. Several lucrative territories 
are now available. Very high commission, pro- 
tected territories, all shipments prepaid. State 
full particulars in first letter. All re olies confiden- 
tial. Address: Box J-11, care of pana ARE AGE, 
Chestnut & 56th Sts., Philadelphia ao. Fa. 


LOOKING FOR 


- FACTORY REPRESENTATIVE DESIRES 
ASSOCIATES working Ohio, Indiana, Illinois, 
Wisconsin, Michigan with good reputation and 
coverage entire wholesale hardware and ccntract 
builders hardware field. We represent numerous 
majer builders hardware manufacturers. Desire 
combining our sales efforts with aggressive associ- 
ates. For particulars write: Address: Box N-22, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


SCREW MANUFACTURER iatneained manu- 
facturer’s representatives covering est Vir- 
inia, Western Penn., Ohio, Indiana, Michigan, 
llinois, Wisconsin and 
on wholesale trade, fastener 
Also leadin monte such as furni- 
ture mfg. Address: Box 


Act, Chestnut & 56th Sts., “Bhiladelphia 39, Pa. 





RE eT der ro 
TED. Manufacturers’ 

aikes on Hardware distributors and j 
wanted to handle line of 
held 
men Bag ing, 

sold. Most territories open. 





AMERICA, 1066 Home Avenue, Akron, Ohio. 














Northwestern States, 
jobbers, 


, care of HARDWARE 


REPRESENTATIVES 


Representatives wha 


pajyethylene flexible 
Reply giving territory covered, number of 
number of wholesale ac- 


ts bein Reply: 
CONSOLIDATED PIPE COMPANY OF 





SALESMAN 


To call on RETAIL paint, hardware and building 
supply dealers. Our preduct is masonry paint—the 

t made—and is nationally advertised. If you can 
sell, this is an exceptional epportunity to build «a 
real future. Excellent commission on new and existing 
accounts. Write in full. Confidential. 


Address Box H-4!, eare of HARDWARE AGE 


Chestnut & 56th Sts., Philadelphia 39, Pa. 




















Accounts Wanted 








REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributers with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account er you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 





WANTED 


Salesmen seeking a quality, competitive paint 
brush line. Must have following among whole- 
sale and retail trade Liberal commissions. 
protected territory. Give details regarding ter- 
ritory covered, background, references, etc. 


Address Box M-40, care of HARDWARE AGE 
Chestout & 56th Sts.. Philadelphia 39, Pa. 














MINN. —FIREPLACE LINES. Now travel. 
ling major fireplace furnishings line (retail trade) 
im Minn. and adjacent states. 5 years experience. 
Complete territory coverage. Minneapolis gift 
show space. Will consider Allied line. Attend. 
ing Chicago shows. Stan Zahrt, 7321 Grand 
Ave. S., Minneapolis 23, Minn. 





WANTED BY MANUFACTURERS REP- 
RESENTATIVE hardware and plumbers items 
exclusive in state of Florida. Address: Box M-41, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





WELL ESTABLISHED - MANUFACTURER 
REPRESENTATIVE in Ore., Wash., Idaho and 
B. C., Canada, to consider one or twe good 
additional lines for building trades field to er 
to wholesalers and jobbers of builders supplies, 
hardware and plumbing supptien. coverage 
assured. Address: Box N-16, care of Harpware 
Act, Chestnut & 56th Sts., Philadelphia 39, Pa. 
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Accounts Wanted | Help Wanted Business Opportunities 














Consistent, Conscientious, Concentrated cover- | SALESMANAGER Sell Florida Hardware Store 


age of metropolitan New York and New Jersey. | | Located rapidly expending guuthers Bast coast 
i i i< waterfront area of Florida. ng lease or 
| RPh a me. hen we purchase option on valuable building. Middle 
BOBROW LEWELL ASSOCIATES | enced in calling on hardware and auto- five figure Same location over fifteen years. 
|| motive jobbers. This is a new position; ee. ee 
. ‘ ; 
814 Broadway, New York 3, New York | P Address Box M-19, care of HARDWARE AGE 





not a replacement. Salary open. Cutting Chestnut & 56th Sts. Philadelphia 39, Pa. 
tool experience helpful. Knowledge of 
manufacturer's sales agency essential. Re- 


(We get results) 























locate in large mid-western city. We will WANTED SPECIALTY JOBBERS 
pay moving expenses. Send complete , : 
CUBA . Traveling 3 to 10 men in the midwestern, 
resume of age, experience and salary re- southwestern and northwestern states. We 
Manufacturers’ sentatives coveri ; have a good proposition for you to sell a com- 
ers' represe ives covering the quirements to plete fastener line that will fit im with your 


whole country interested in adding plumbing, 








building and hardware lines. Aggressive repre- | | Address Box N-23, care of HARDWARE AGE present operation. Write us for details. 
sentation guaranteed. Prepayment of solicited | | Chestnut & 56th Sts. Philadelphia 39, Pa. SHARON BOLT & SCREW CO., INC. 
samples. Commission basis. ENDICOTT ST.. NORWOOD, MASS. 














Address: Raul Rio, P.O. Box No. 4095, Havana, Cuba 








SALESMAN WANTED 



































aS PRP Leading manufacturer of mechanics hand tools for 
———_ | | hardware and automotive trade has exceptional op- FOR SALE 
portunity for an experienced salesman located in New ; , 
: England area. Good salary plus incentives and ex- Good small irrigation supply and light hard- 
MANUFACTURERS REPS penses. Job requires sales ability, hard work, regular ware business in Southern California. Lown 
; traveling. Send resume including salary requirement. of approximately 20,000. Finest climate in 
We have been calling en Hardware and Mill Interviews to be arranged in area in near future. T s A. Reason for selling—want to retire 
Supply W holesalers for lo years. We are in- Address Box M-42, care of HARDWARE AGE and enjoy it. Inventory approximately $25,- 
terested in a line with acceptance to sell to Chestnut & 56th Sts.. Philadelphia 39, Pa. 000 Building $15,000. Will sell or lease 
the wholesale trade A quality TOOL or building 
BRUS : ine 'e ‘TIVELY 
Feta, Oe Seet s een a | Address, Bex 135, are Pei — 
. . ‘, ‘ ié d “ i 4 " 
part. Please send full particulars to oa 6 = : 
Address Box N-24, care of HARDWARE AGE | ° Mi wa: 
Chestnut & 36th’ Sts. Philadephia 39, Pa. Business Opportunities 
HARDW ARS APPLIANCE retail store. Estab- 











| lished for over 40 years. Located in central 











Ce ee ee | Calif. in main shopping area. Clean stock of 

pa - ; ARS B ] hardware, housewares, gifts and paints with tran 

. ogg eos = — RELATED H ARDW ARE, WANTED TO BUY! chises on amen name appliances and television 

= ha oe a ri * New York City, New En- Surplus nails of all kinds. Also nails || Modern store and fixtures. Excellent long term 

8 bbe, it be lardware, mill supply, Marine that have been water damaged. Must be || lease. Sales volume for 1957, $300,000. Sacrifice 

coo Me ena Sloaged i hailiag BD Ce in original cartons. Write us giving sale at well below cost due to age and ill he alth 

S. $ ane ies. F. D. Ca, ' For d Box M-26, care of Harp 
rack N , : or details Address: x c 

10 S. Broadway, Nyack, New York. type, size and amount ware AcE, Chestnut & 56th Sts., Philadelphia 





oo ad SALT CITY SURPLUS CO. | 39, Pa. 


2005 Teall Ave., E. Syracuse, N. Y. 








MICHIGAN LINE WANTED by well estab- 
lished agent. Hardware, plumbing or electrical. 
Cover jobbers, promotional premium »utlets, ete. 








RETAIL HARDWARE STORE FOR SALE. | 


Address: Box N-15, care of Harpware Ace, | Located in Aurorz, Colorado, a few city blocks | H 
Chestnut & 56th Sts., Philadelphia 39, Pa. from Denver in a well established and growing Positions Wanted 
community. Handles hardware, paints, house- 





wares, and gifts. Well laid out and modern. For 3 : rire we le 
| details Address: Box N-17, care of HarDWaRE MAN, 32 YEARS OF AGE, DESIRES 


Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. | CHANGE. Experience in buying and selling 
bineapesmntyeetn : hardware, housewares, paints in retail hardware 





HARDWARE BUSINESS LOCATED IN | store for 10 years. Willing to relocate, salary 
Help Wanted SHOPPING CENTER—Northwest Florida City and bonus or percentage. Now em loyed. Prefer 
of approximately 35,000. Near the World’s most | Southern States. Address: Box N-21, care ot 





beautiful beaches. New business started last | Harpware Ace, Chestnut & 56th Sts., Philadel. 
November, new merchandise, new fxtures. Busi- = 39, Pa. 











WHOLESALE HARDWARE BUYER ness growing. Lease on building with option to 
renew. Stock and fixtures approximately $25,- , : 
: ae - 000.00 consists of hardware, houseware, sportin SALESMAN — 28 years experience in all 
Must have nesindeeats e. Young man to goods and paint. For santinaihive Adress: fon branches retail store operation and wholesale. 
grow with progressive hardware whole- K-30, care of Harpware Acr, Chestnut & 5éth | Wide acquaintance in Southern Ohio- in 
saler in Chicago. Please give complete Sts., Philadelphia 39, Pa. tucky—Indiana. Desires connection as manutac 


——— turer’s agent—or representative- —write or call 
NO EXTRA CHARGE to have your name | H. C. Hovekamp, 220 East 4th Street, Covington, 
and address beautifully embossed on 117 different | Kentucky. 





resume and depts. handled in first letter. 
Address Box N-ii, care of HARDWARE AGE 














Chestnut & 56th Sts., Philadelphia 39, Pa. key blanks. Order as few as three dozen of pe onl 
any number. Write for bulletin No. 858, which | 
| also contains 19 comparative number lists and SALESMAN—Anmbitious, College graduate, 10 
—_——- -—— —__-— | automobile number chart. HAZELTON CHAIN | years experience traveling for reputable company ; 
| CO., 81 Kemble St., Roxbury 19, Mass. have thorough knowledge of Hardware held and 
HARDWARE SALESMAN to sell builders in | — —__..| wish to represent manufacturer or agent of good 


N. Y. Metropolitan area for large aggressive CLOSE OUTS WANTED—Small jobber wants | Hardware or related items. Have excellent rela- 
hardware distributor. Experience required. Goed | closeouts of hardware, gifts, houseware, toys, | tionship with present Wholesaler and Dealer 
spuertonny. Salary and commission. Address: | tools, etc. Small or large quantities. Send com- | accounts. Family man with car, prefer Atlantic 
Box N-13, care of Harpware Acer, Chestnut & | plete details and prices. Townsend Co.. 6721 | States. Address: Box N-14, care of HARDWARE 
56th Sts., Philadelphia 39, Pa Columbus Ave., Minneapolis 23, Minn. Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 
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The whole mee Wan wan AGE 
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the most 
successfully promoted 


products 
in the world.... 


MOULI 


2 KITCHEN 
s°\ HELPERS 


































> THE KING SIZE 
SALAD MAKER 


slices! chops! shreds! 


grates! shaves ice! 


Non-slip rubber-tipped fold- 
away legs ... won't scratch, 
saves space. Individually. pack- 
aged in multi-color display 
carton. Let folks know you 
have Mouli... DISPLAY ‘em 
and watch ‘em go! 


Sreaking 
pd Ul S ales 
Zecords / 


‘Aye 


‘ 


MOULI Manufacturing Corporation 
91 Broadway — Jersey City 6, N. J. 
Phone: HEnderson 5-7267 


WHAT'S NEW? 


Turn to pages 69-70 of this 
issue. The Quick Check Card 
properly filled out will bring 
you quickly the details on 
new products that interest 
you. 


IT'S QUICK—IT’S FREE 


NEW TAYLOR 


Indoor-Outdoor Thermometer 


*S 


Taylor quality at a new low price. Indoor and outdoor 



































ADVANCED 
DESIGN 


B'IDGET 
PRICE 


comparison. Ranges for any climate — from minus 70 to 
130° F. 5 ft. of armored tubing connects to outside bulb. 
Stainless steel bulb bracket. 9” x 2” plastic case, in An- 
tique White or Hot Chocolate Brown. Stock this attract- 
ive gift item——you'll sell a lot of them. Taylor Instru- 
ment Companies, Rochester, N.Y., and Toronto, Ont. 


Tayler Instruments Mean Accuracy First 


temperatures clearly identified. Common scale for easy | 


; 
' 
; 
; 
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Ames Co., O. 77 


Arro Expansion Bolt Co... 76 


Atlas Tool & Manufacturing 





Co. | 9 
Auto-Flo Corp. 8! 
B 
Bassick Co., The 100 
Bethlehem Steel Co. 59 
Boonton Molding Co. 50 

Borg-Warner Div. 

Marbon Chemical Co. 6| 
Boyer Chemical Co. 90 
Brown, Inc. John Clark 118 
Butler Stamping Co. 98 
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Cal-Dak Co., The 8 I 
Century Products, Inc. 90 
Chair-Loc Co. 90 
Colorado Fuel & Iron Corp. 

Wickwire Spencer Steel 

Div. 109 
Continental Screw Co. 47 
Cooper The:inometer Co. 109 
Crescent Tool Co. 44 
Cyclone Fence Dept. Amer. 

Steel & Wire Div. United 

States Steel 82-83 

D 
Dayton Bait Co. 86 
Neshler Products 49 
Desmond-Stephan Mfg. Co. 63 
Dercon Corp. 45 
Dixon Crucible Co., Joseph... 53 | 
NON Ste os seek ee 101 | 
E 
Emerson Electric Mfg. Co... 110. 
Empire Level Mfg. Co. .... 118 
F 
Faultless Caster Corp. .... 118 
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G 
General Filters, Inc. iis 
General Wire Spring Co. 92 
Goodell Co. 120 
Goulds Pumps, Inc. 67 
John H. Graham & Co., Inc. 
Seymour Smith & Sons, Inc. 87 
H 
Hoosier Tarpaulin & Canvas 
Goods Co., Inc. 117 
Hoppe, iInc., Frank A. 62 
Hy-Ko Products Co. 117 
International Salt Co. 4\ 
J 
Johnson, Inc., William 62 
Jones & Laughlin Steel Corp. 
85, 95 
K 
Keil Lock Co., Inc. iit 
Kelly-Western Seed Div. 52 
Knape & Vogt Mfg. Co. 46 
L 
Landers Frary & Clark 
Universal 3 
Langley Corp. . 107 


Lawn Boy Div. 
Outboard Marine Corp. 3 


Lufkin Rule Co., The..... 64-65 
M 

M & D Store Fixtures, Inc. 35 

| Macklanburg-Duncan Co. 55 

Mall Tool Co. 

Div. Remington Arms Co.., 

i Cee Rha p ane kt ean 97 
|Marbon Chemical Co. 

Div. Borg-Warner .... 6! 
Marshalltown Trowel Co. ... 118 
Miller & Co., Inc., Robert E. 118 

Minnesota Minning & Mfg. 

Rs. ss: «ath neon we ae cK 109 

Mouli Mfg. Co. .......... 116 
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National Cash Register Co. 
National Hardware Corp. 
Manu- 


National Houseware 


focturers Assn. 
National Mfg. Co. ........ 


North & Judd Mfg. Co. 


Pp 
Pioneer Gen-E-Motor Corp. 


Pittsburgh Plate Glass Co. 


Pennvernon Div. 
Portable Electric Tools, Inc. 


Porter Cable Machine Co. 











Steel & Wire Div.......82-83 | 
. United States Steel 
American Steel & Wire. . 56-57 
Quick Mfg. Co. 78-79 
Upland Industries, Inc. . | 2 
R 
Ww 
R-Line Store Fixture Co. 107 
West Georgia Mills, Inc. 98 
Red Devil Tools 119 
Westinghouse Electric Corp. 
Republic Steel Corp. 36-37 RS OR RRs ie oes 74-75 
Ridge Tool Co., The 86 Wheatland Tube Co. .... 43 








Rogers Isinglass & Glue Co. 








Rubbermaid, Inc. 








Russell, Co. F. C. 
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Safe Padlock & Hardware Co. 




















Sherwin-Williams Co. ... 





Siegler Heater Co. 











Slater Electric & M‘g. Co., 
Inc. 

















Slaymaker Lock Co., The. ... 
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Smith & Sons, Inc., Seymour 





_ John H. Graham & Co., 
91 Inc. i oe 
106 Southern Screw Co. ........ 17 | 
seen Nee ck. Shee 6 | 
18 | 
Swing-A-Way Mfg. Co..... 73 | 
71 
” T 
Taylor Instrument Companies 16 | 
Thompson Co., Inc., E. A. 58 
45 
U 
99 





United States Plywood Corp. 


i Industrial Adhesives Div... 13 | 


89 United States Steel 
Cyclone Fence Dept. Amer. 


86 Wickwire Spencer Steel Div. 
Colorado Fuel & Iron Corp. 109 


19, 20 


Wilson, Inc.. Grant ....... 108 
93 
Woodhill Chemical Co..... 117 
Wooster Brush Co. ........ 5] 
62 
Y 
49 | 
Yale & Towne Mfg. Co. 
90 | Ceramics Div. ......... 48 
Lock & Hardware Div. .... 103 
118 | Yube Power Products, Inc. 
Subsidiary of Yuba Con- 
| solidated Industries, Inc... 60 











|: INFORMATION. : 


ITOMEN 
FUTURA  ... the sign that's 


new ... and modern .. . and beautiful! 


Complements today’s architecture and modern 
decor of offices, stores, restaurants, apartments, 
hospitals, churches, manufacturing plants, etc. 
Crafted of lightweight aluminum with a liong- 
lasting coat of permanently fused baked enamel. 
Will never rust; can be damp-cloth cleaned. Each 
sign gracefully embossed with two mounting 
holes. Smart, custom-made appearance; 30 best- 
selling titles, each 50¢. Outsell lower priced signs. 


HY-KO PRODUCTS CO., CLEVELAND 3, OHIO 





Order from 
Your Jobber 








From the makers of DURO Plastic Aluminum another 


GREAT NEW PRODUCT, GREAT NEW PACK 
DURO. 





CHEMSTEEL 


Unquestionably the world’s fin- 
est filler and adhesive. DURO 
E-POX-E CHEMSTEEL chemic- 
ally welds, seals, solders, fills 
metai. Beautifully packaged, na- 
tionally promoted ... and great- 
er value. Two sizes retail at $1 
and $1.89. 


WOODHILL CHEMICAL CO. 
1390 E. 34th Street * Cleveland 14, Ohio 
“Originators and World's Largest Mfrs. of Plastic Aluminum” 














A NEW SOURCE OF BUSINESS! 


- = JK ie 
You can increase #, Oe ee 
your sales volume ey 
and net profits with 


ae gz 
Hoosiers 
NEW | 


TARPAULIN. SALES PROGRAM 


for WHOLESALE DISTRIBUTORS 


Here’s How 4. 25% Net Profit 
You Get: 5. Fast Turn Over 


1. A suggested Stock of 5 6. Customer Satisfaction 















: Gvearenteed 
Popular Sizes that repre- 
foe. 90% of Torp aie 7. a selling and merchon- 
2. Low $ Investment dising aids 
‘ I in T 
‘ aoe ee eee HOOSIER Tarpaulin & Canvas 


Goods Co., Inc. 

P. O. Box 574, Indianapolis 6, Ind. 
Please send me your New Tarpavliins 
Soles Program for Wholesale Dis- 





. MAIL THIS 
Sse COUPON TODAY 


tributors 
Hoosier |... 
Tarpavilin & Canvas Goods Co., Inc. et 
1302-10 W. Washington St. Street Address...... i 
Indionapolis 6, Indiana City...... . Zone... Stote.......... 


Telephone: MElrose 2-9451 














AMERICA’S MOST ADVANCED EMPIRE LEVELS GOOD RETAILERS STOCK THEM! 


Level Line since 1919 
10926 West Potter Roud, Milwaukee 13, Wisconsin 


| SELF r ae 
A TOP | NEW! ofivice SALES CENTER 


LISTS AT 
$2.98 


(In Attractive 
Individual Box) 
















































CASTERS 
: — 





Faultless 





e New Display catches attention — 
sparks impulse buying 

e New Carded Casters sell 

do-it-yourself uses 


THE SLATER KLOZALITE SELLS LIKE HOTCAKES . .. it's 
a real money-maker! NO-ADJUSTMENT FLANGE MAKES 
INSTANT INSTALLATION QUICK, EASY, Pi RFECT. KLOZA- 
LITE is the origina! ON-OFF closet lite . . . works : 
every time. . Get this all-new Display with select- 
Strong aluminum, one-piece solid construction. Built to ed Carded Casters that fill 80% of 


satisfy your customers 100%! customer needs. Ask your Jobber. 


PLACE YOUR ORDER WITH US TODAY! Name the wholessier *Pat No. 2.671.162 : 
you want to handle the order and we'll take care of the rest. 9 ee FAULTLESS CASTER CORPORATION 
SLATER ELECTRIC & MFG. CO., INC. * SEA CLIFF AVE. * GLEN COVE, L.I., N.Y. Evansville 7, indiana + Representatives in Principal Cities 






























Kenberry GADGETS 
ARE PROFITABLE 


Sell Fost, Use 
Little Space 





as. me Perfect 
, PM gend Free cocs fy 
~<a Pe fast PEs 


DO THE JOB RIGHT... 
When You Sell One 


. ilt ist - 
Ciske «chan General Filters trap moisture and harm 


gadgets in one place a. ful impurities . . . protect carburetor 
on peg or Reast Rack ; 

counter bins for fastest a parts . . . save heating dollars. 

self service sales. 

Serving Tongs in_many Recommend ~ 
sizes, styles. Cheese 





Slicers. Jar Wrenches. 
Deluxe Chromium Roast 
Rack. Skewers in all 
sizes. Lacing Pins. Plate 
eee Potato P ag , + as 
ack. Broom Clips. te) Se 
Food Mixers. Beaters. mn 2 


| “""% the Other 


| Floatiess, trouble-free General ‘800’ 
| Humidifier protects furnishings 

| adds healthful moisture to any home 
| economically, automatically. 








More than 50 asitan lie ea ine GENERAL FILTERS, INC. 

ae Snaers JOHN CLARK BROWN 43800 GRAND RIVER AVE. ° NOVI, MICHIGAN 
your jo ONE MUNTGOMERY ST. ‘ ; 

or write for list. ne a ViLLE “fe heiienresanins | Canadian General Filters, Ltd., 39 Crockford Bivd., Scarborough, Ont. 











one set of G recto 
DOMES ~ SILENCE 


RUBBER-CUSHIONED!_ 
GLIDE 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 

SIZES AND TYPES 
FOR ALL WOOD OR METAL FURNITURE. 












Extra case hardened. Excellent mirror finish, ples 
a heavy nickel piate. , 


REGULAR— 


7 shes for every seed 
FURNITURE LEVELER—> 


Adjustable Combine. 
tion Leveler and Glider 
for Uneven ond Un- 
steody Furniture. 


SIZES—'!I"" bose, 4 on 
cord; i", 2 on card; 
i'/,"", 2 on card. Drive 
into wniversel socket 
or 5/16" hole. 









One set of 4 in a 
3-color box. 12 boxes 





in @ 3-color carton. 
SIZES: 4", Wa", a", 3", 4" 2". Be 
Ask yoer Jobber or write— ) ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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Your experienced customers always 





reach for Rad Devil 


Red Devil is the world’s fastest selling line of 
glass tools. * Because Red Devil makes more glass 
cutters and glaziers’ tools than anybody else. 
* Because the Red Devil name goes back genera- 
tions in the glass field. * And, because every Red 
Devil tool means dependable quality and top 
value — whether it’s a box of points, a pair of 


pliers, or a full-size automatic glass cutting board. 
Cash in on this big, healthy demand! It’s your best 
bet for snappy turnover—year in, year out. The 
packaging is colorful and compact. The prices are 
right. And, you get real “profit insurance” with 
Red Devil’s 40% discount. 

Don't miss a sale. Check your jobber, today; 


Red Dewil Tools. union, new sersey.u.s.a. 


World’s Largest Manufacturer of Painters’ and Glaziers’ Tools—Since 1872 


q~< 


GLASS CUTTERS and GLAZIERS’ TOOLS %e 


Ss 
8 
oO 





HELP YOURSELF TO PROFITS ... pups 
While your customers } helping themselves to pn SHARP sensow: 


G 0 0 D E AF pa, im SLEDES 


“y So — eed GOODELL 


HOLES SHARP FOC8 


ah es eeuemem| HAMMER FORGED 
Urge” Rae 


oer 5 EXCLUSIVE 
} ij FEATURES 


: | i : e Rosewood 
ERY } fi j Handles 


¢ Three Compression 


Goodell Dealers everywhere are finding this THE FINEST PROFES- — -— | | Rivets 
SIONAL CUTLERY VALUE ever offered to the public. | 











¢ Hangholes 








H-900 e Blade and handle 


3 each 8” Butcher 3 each 6” Utility dipped in plasticizer 
3 each 7” Butcher 3 each 5” Steak ‘ | ae. to seal handle 
3 each 8” Slicer 3 each 4” Utility against moisture and 


6 each 3” Parer protect blade from 


| fingerprints, dust 
ISPLAY ONLY $2()67 4 . | and dirt 
RACK LIST | : : 


e Attractive foil labels 








FULL PROFIT ar Por + Full Trade Discounts 





This line is selling so fast that there has not been 
time to stock all our distributors. Ask your jobber 
about H-900. He will be glad to order for you. 





. °*®@ * 


Se? ‘ SEE YOUR JOBBER 
2A As FOR OTHER NEW 
| | GOODELL 


HAMMER FORGED 
ITEMS 


cutliers since 1875 


GOODELL COMPANY, Antrim, N. H. 


EQUALLY PROFITABLE VALUES AVAILABLE ON PUTTY KNIFE AND SCRAPER 
ASSORTMENTS WITH FREE RACKS. ASK YOUR JOBBER SALESMAN FOR DETAILS. 


GOODELL 


FIRST WITH VACUUM-PACKED MERCHANDISING 
AVAILABLE ON ALL ITEMS 





